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Briwiant € VEMNG Season Ahead 


Expression of Extreme Luxury in Formal Footwear 


’ 


VENING season opens with a brilliant burst of 
& fashion expression in dress, jewelry and footwear. 

Next month the Metropolitan Opera opens in New 
York. The official starting point in the high fashion 
world for dress expression. There is a quality of bril- 
liancy in evening wear which has been absent for some 
time. 

The fashion world has taken courage from the daz- 
zling splendor of the recent “feminist” movement in 
Paris. There has appeared the most glittering of cos- 
tumes, and also a brilliancy in the accessories outshin- 
ing the gowns themselves. 

The smartest thing for evening wear today is the gold 
sequin jacket and the little gold caps to match. This 
new evening overjacket has all the expression of victory 
a Frenchman could put into an evening costume. The 
little tight-fitting jacket looks more like a coat-of-mail 
made up of thousands of little metal links in gold. They 
are all stamped out in sequin and stitched by an in- 
genious machine—this one glittering dress accessory 
sweeping the entire country with its brilliancy. 

The gold jacket has brought back the gold slipper, 
gold jewelry and all of the metal tones. 

The shoe trade’s experience with sequins in footwear 
wasn’t a particularly happy one. The foot has such a 
small covering area that uplifted end of the sequims 
gave the appearance of thickness and weight to the 
foot. Nevertheless, if the 
gold sequins are the out- 


the patron and to the profit of the store. It was pos- 
sible to have a complete evening stock on a single line 
of slippers with a cabinet of colors. 

With a season of brilliancy ahead, however, there is a 
question as to the continuancy of the satin proposition. 
If color is wanted, the new metal cloths have this ad- 
vantage—that when dyed the metal still holds its lustre 
and the background absorbs the color. 


HIS brilliant French evening vogue of metals and 
metal tones is expected to sweep the country over 
because it is an expression of extreme luxury. 

The remarkable thing is that the sequin jacket trans- 
forms a simple chiffon frock into a gorgeous evening 
affair. Therefore we can see ahead a season of flash, 
brilliancy and lustre, to be translated into shoes in the 
materials and in the ornamentations. 

All of the semi-precious jewels are now being cut and 
big flat face stones for ornamental style service on 
shoes. There is one thing sure, the young lady is going 
to be very conspicuous in the evening. 

American life is divided into three parts in the win- 
ter season—daytime wear, outgo wear and evening 
wear. A dinner dress is made an evening dress for the 
dances around midnight with a simple addition of the 
sequin jacket. 

Every young girl] and her sister is evening-wear con- 
scious and the fashionable 
world looks forward to the 





standing feature of evening 
wear it will find its interpre- 
tation in evening slippers. 

The new tinsel brocades, 
Rodier cloth, and any fancy 
fabric that has metal threads 
in it will have a place in the 
evening mode. 

Last season was one of 
color, and a merchant with 
a standard stock of plain 
satin slippers was able to 


tion. 
passé. 





Advance Evening Tip 


NEW flash of fashion interest 

hits your evening footwear sec- 

Old type evening footwear is 

The gold luxury period is find- 

ing its finest expression in the sequin 

jacket—accessories lead in interest— 
footwear leading 


greatest evening wear sea- 
son ever. 

This flash, the scintilla- 
tion of metal and jewels, is 
bound to be reflected in foot- 
wear. We may confidently 
look forward to a season of 
the most luxurious evening 
footwear ever seen. Watch 
for new methods of express- 
ing this urge for brilliancy 
and luxury, for they are 
bound to appear. 








tint them to the pleasure of 
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One Eye on the Size Sheet— 


pells 


FP roke 


of Hamilton, Bermuda, under the direction of 

Buyer H. Stewart Atwood, does an annual busi- 
ness of $100,000 in a small department which, until 
recently, had only six chairs. Now it has fourteen. 

And the increase in business, says Mr. Atwood, has 
been achieved at least in part, by studying the likes of 
both permanent and transient trade (for Bermuda is a 
winter resort of the best sort); and by frequent con- 
sulations, not only with the retail salespeople, but with 
customers as well. The store caters to the best trade on 
the island. 

But there are other reasons for the rapid growth of 
this company’s shoe business, the principal one being 
an efficient stock control system. 

Mr. Atwood watches his stock carefully. He buys 
sizes in keeping with the demand, avoiding an over- 
plus of very small or large sizes. He operates a size 
sheet, keeping it in constant sight, so that he knows at 
a glance just how many shoes, and the popularity of 
each kind and size, which he has in stock. 

He concentrates on a few lines of men’s, women’s, and 
children’s shoes, and carries a complete range of sizes. 
When a new line of shoes comes into a store, he ex- 
plains it—material, last, pattern, color and other selling 
points—to the salespeople. He refrains from over-buy- 
ing on novelty shoes. 

A cardinal rule of the shoe department of H. A. & E. 
Smith, Ltd., is courtesy. 

“The politeness and affability of the salespeople of 
this shop are often favorably commented upon by the 
local trade, as well as by the tourist trade,” said Mr. 
Atwood. 

“When a new shoe is introduced into the stock, sales- 
people are instructed to ask customers how they like it,” 
said Mr. Atwood. “Customers are made to think that 
they, in large measure, dictate the new styles. We follow 
American styles closely, and while we keep away from 
extreme novelties, it is interesting to note that tourists 
often tell us that they see footwear in our department 
that they have never before noted in the States. It is 
probably because they have more time to shop, and to 

look for the new things, or it may be that our sales- 
people take more time to show the merchandise.” 
On the theory that the public is willing to pay for a 


Yi department store of H. A. & E. Smith, Ltd., 


The Other on the Customers— 
And ‘THAT, Says H. Stewart Atwood 
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Buyer Atwood sells his salesforce on every new 
style and frequently consults his customers 


good article, shoes included, if that article is properly 
presented, Mr.- Atwood sees to it that the shoe windows 
of H. A. & E. Smith, Ltd., are attractively arranged, 
and that men’s, women’s, and children’s shoes, are given 
a prominent display. This store devotes one entire win- 
dow to shoes. 

“You can tell the grade of a house by the appearance 
of its windows,” said Mr. Atwood. 

“We do not neglect men’s, or children’s, shoes in our 
trims,” continued Mr. Atwood. “For instance, if 
women’s shoes were displayed for three days of a week, 
men’s shoes would be given a three-day display at 
some time, and children’s would be given a two-day 
exclusive showing.” 


HE shoe department adheres to the rigid rule of 

once-a-year sales; the daily papers are extensively 
used as advertising media. Mr. Atwood stated that the 
plan of annual sales of odds and ends is adhered to, de- 
spite the fact that there are four other places’ where 
shoes are sold on this little island of 24 by 14 miles, and 
that, necessarily, conditions are keenly competitive. 

He says that three-quarters of all of his shoes are 
American-made, and that he receives shipments in 
three to four weeks, on merchandise made according 
to his special orders. He anticipates doing even a 
better ‘business, as the population of Hamilton is in- 
creasing on account of the realization on the part 
of the public that its climate is an ideal one, registering 
only 86 in the summer and never lower than 60 in the 
winter. 

The population of Hamilton is 23,000, with 1200 
tourists arriving weekly in the winter time. Mr. At- 
wood has been connected with the retail trade for about 
25 years; he had been in business for himself, prior to 
his present affiliation, for approximately 15 years. 
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Ensemble Idea Sells 


~More Men’s Shoes 


Every Salesman at This Store Can Talk Authoritatively on the Relationship 
Among Clothes, Footwear and Accessories 


By J. OLSEN 


Shoe Dep’t Manager, Silverwood’s, Los Angeles 


(The dogmatic statement that men can be spurred 
on to buy more pairs of shoes by selling them the en- 
semble idea—the proper combination of suit, hose, shoes 
and other accessories—may seem a bit far-fetched. And 
yet it is an accomplished fact in many parts of the coun- 
try and in no place has it been worked more success- 
fully than in Silverwood’s, the well known men’s fur- 
nishings store at Sixth and Broadway, Los Angeles. 
It is true that in this store they have the advantage of 
actually merchandising all the component parts of the 
costume, but the theory of the ensemble method of sell- 
ing can be practiced by any retail shoe merchant who 
can teach himself and his salesforce what constitutes 
the correct dress for the occasion and the correct shoes 
for that garb. How the trick is worked in the Silver- 
wood store is interestingly told by J. Olsen, manager of 
the shoe department.—EDITOR’S NOTE.) 


ILVERWOOD’S, Los Angeles, occupies the entire 
S six floors on the corner of Sixth and Broadway, Los 

Angeles. The institution is thirty-three years old 
but has maintained a shoe department for less than 
three years. 

Two lines of dress shoes are carried, one retailing 
from $6 to $12, the other from $13 to $25. Silverwood’s 
is exclusive Los Angeles agents for 
both lines and both are nationally ad- 
vertised. 

The shoe department is located on 
the third: floor. Consistent advertis- 
ing in the newspapers, constant dis- 
play of shoes in the 
street windows, and 
introduction of cus- 
tomers from other 


departments in the store were the first important 
sources of beginning our shoe business. 

Every salesman at Silverwood’s is a style authority. 
If a clothing man sells a man a tweed suit, he immedi- 
ately suggests Scotch grain shoes, the right hat and the 
right furnishing goods. This kind of selling teaches the 
customer that black shoes look best with gray and blue 
clothing. Knowledge of this fact causes him to pur- 
chase several pairs of shoes for his several purposes. 
Individual shoe stores do not have the “ensemble” sell- 
ing advantage. 

(But they can sell more pairs just the same by find- 
ing out what suits customers have in their wardrobes— 
Editor’s note.) 

Our shoes are chosen to harmonize in texture and 
color with clothing. If a man buys a suit at Silver- 
wood’s, he can get the best shoes for that particular 

[TURN TO PAGE 73, PLEASE] 




















Selling the ensemble idea 
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CHANGE YOUR SHOES AT 


Eleven, 
Three and 
Seven 
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EFFICIENCY 
COMMENCES WITH 


Foot HEALTH 

























Teach "km FOOT CARE aud 


They'll Buy @Yhoes 


¢ HE public likes to be 

shown. Already 100,000 

sets of twelve “Charts 
for the Feet” have been dis- 
played to an interested shoe- 
wearing public by the Bureau 
of Educational Resarch, Na- 
tional Association of Chiropodists and Podiatrists, Dr. 
Joseph Lelyveld, Director. 

“These charts, or cards, like all of the other literature 
of the bureau,” says Dr. Lelyveld, “are designed for the 
primary purpose of protecting the public against the 
quack. Through the forceful messages on these cards, 
the consumer becomes more shoe conscious, to the end 
that better made and better fitted footwear is de- 
manded.” 

The first set of “Charts for the Feet’ was sent to 
the public schools of the 
country, in connection 
with the May Day Chil- 
dren’s Health Crusade. 
Industrial plants, hospi- 
tals, and public clinics 
were next covered. The 
County Extension Service 
of several of the State 
Departments of Agricul- 
ture followed with re- 
quests for these cards. 
The Y. W. C. A.’s, and 
the Y. M. C. A.’s made 
similar requests. 

And then an enterpris- 
ing retail shoe merchant 
noted a series of these 
charts on the walls of his 
local Y. M. C. A. in 








Retail Merchants Taking 
Advantage of Educational 
Campaign of Chiropodists 


THE FEET 


' ARE THE ONLY 
Mechanism of Locomotion 


For which there are no 


Spare Parts ; 


‘Omaha, Neb. and decided to 
show a set in his window with 
a few of his quality shoes for 
men and women, as well as for 
the kiddies. This merchant 
increased his business as a re- 
sult. Other retail shoe mer- 
chants, in various parts of the country, followed the 
example of the Omaha merchant, and have reported that 
in addition to showing the foot-health cards in their 
windows they also have used them as exhibits in their 
lecture on foot health, with a “Buy Better Shoes” 
appeal. 

Dr. Lelyveld says that prizes are offered, in the inter- 
est of better foot health, to persons who suggest the 
best five to ten-word message to the public on foot 
health. 

Here are a few of the 
“punchy” paragraphs that 
are now in use by some 
eighty or ninety high- 
grade shoe stores, the 
country over, who have 
thus far capitalized on the 
idea of selling more pairs 
through the foot-health 
card thought. Other shoe 
merchants are sure to fol- 

“low and perhaps will 
adopt the sales promotion 
plan of prizes to cus- 
tomers for the best eight 
‘to ten-word message, the 
“judges to be the Bureau 
of Educational Research, 
National Association of 


BUREAU OF EDUCATIONAL RESEARCH 
Natonal Associaton of Churopodists Pochatnet 


JOSEPH LELYVELD, DIRECTOR 
ROCKLAND MASSACHUSETTS " 














Chiropodists. The cards, 








[TURN TO PAGE 73, PLEASE] 
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ootball ‘Rates the o Node 


The Opening of the College Season Starts a Wave of 
Buying—Styleful Shoes for Wear in Stadium, 
Bowl, Soldiers’ Field and All the Rest 


HE high peak of football interest this year has 
/ been, and will continue to be, the reason for a 

greater expenditure of the public’s money for 
apparel than ever before. When the boy in college or 
school gets a pair of tickets for the game, some little 
girl gets a thrill in spending somebody’s money for 
the proper apparel for such an event. 

If the boy and girl, by their expenditures, start the 
interest in shoes for the game and apparel to go with 
the shoes, then it is obvious that every adult possessing 
a ticket goes through a similar process of buying. 

We have at last achieved something in America that 
is directed particularly toward the expenditure of mass 
money for a series of’ great sporting events. There is 
nothing comparable in winter or in summer with the 
impulse toward spending brought about by the foot- 
ball games. 

The first games of the season verify the fashion 
predictions of the shoe trade. This is, and will con- 
tinue to be, the season of glorious browns, with rich 
reds, yellows and blues in woolens, and tweeds, in 
costumes suitable for football events. A complete link- 
up in footwear, particulary in the browns, in grained, 
smooth and calf leathers, has developed the first bulge 
of business for the fall season for shoe stores’in every 
football town in America. It also emphasizes the 
oxford pattern and other oxford effects for football 
fan wear. 

The football season is the forerunner of mid-winter 
demand for more filled-in footwear in types of shoes 
that are designed for rougher weather. One of the 
surprises of the early games all over the country is the 
use of blue and green in suedes and kid in semi-sports 
footwear as worn at the games. 

A smart recent development is the very broad one 
strap, riding over the waist and instep of the foot, 
having in its center a large metallic buckle. This un- 
usual shoe has just enough flash in it to make it dis- 
tinctive at the November football game. 


More emphasis should be placed on the advertising 
of shoes, particularly for football game wear in the next 
six weeks. Women need heavier weights of shoes, as 
protection against the chill of the concrete stadium for 
the two hours or more of the game. Foot discomfort 
reveals itself very quickly at a football game. 

















QNaturally she 
wears a fur coat to 
a football game, 
but to lunch be- 
fore, and to dinner 
afterward, she 
thinks of the har- 
mony of her attire, 
minus the coat. 
Some seventy-five 
thousand people 


are here seen in Shoe, bag and 


band on the hat 


the Yale bowl. harmonize in 
Practically every material and 
one will have spent color 


some money extra 
for apparel for the 
big games this 

year 
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Getting More Shoes Sold Right 
€Ns 


Over Black 


PROPER caution and a remedy. Is there 

too much emphasis placed upon black in 
men’s footwear? Should a start now be made to 
swing the American man and his ideas of footwear 
back into the tan column? 

We have an outlook on a busy thoroughfare and 
in the center of a generally prosperous city. What 
do we see? Eighty-three pairs of black shoes to 17 
pairs of tan. This is the average arrived at after 
a six-day test. Ina city some fifty miles away the 
test in selling over the fitting stool showed 95 per 
cent black and 5 per cent tan. 

Is this picture of black encouraging to the sale 
of more shoes for men? Will a man wear black 
from morning until night, and give no other 
thought to his shoes, even though he may change 
his dress? That’s the problem that is facing the 
shoe man. 

Ask the men’s clothing stores what percentage 
of blue suits they are selling. The answer will be 
50 to 60 per cent. What shoes should go with blue? 
In London they would say black, and there has been 
some publicity in this country in line with that 
British feeling. But is it an error in a country 
where sunshine means something? 

Tan and blue go well together in America, no 
matter what fashion authorities may say. The 
sunburn of a man’s face and hands, the brown of 
his hat and the tan of his shoes form a major har- 
mony that should. be encouraged. We can see 
where the pale-faced* lounge lizard or store clerk 
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might favor a gray hat to go with his blue suit, 
black shoes and gray spats, but the American al- 
ways looks best in browns or blues, or brown with 
blue. 

Practically nothing can be done with the winter 
season. It will be black, and overwhelmingly so. 
Mid-winter heavy oxfords in the reddish browns 
may be an influence in the direction of color. 

But a new season approaches and its opens early, 
with Easter, March 31. We would like to see every 


shoe manufacturer, shoe merchant and leather tan- - 


ner fall in line with the brown movement for the 
spring of 1929. The American tanner cannot be 
beaten in the character and color of his tan leath- 
ers. The American manufacturer cannot be ap- 
proached in his skill in putting American colors 
and patterns together, and the American shoe mer- 
chant, if he sees an opportunity for an extra pair 
sale, is going to be in accord with our suggestion 
for a tan spring ahead. 

The work of coordinating all the factors of style 
and publicity, of supply and demand, needs to be- 
gin now. When the spring of sunshine again hits 
this country of ours, man must needs put a most 
colorful foot foremost. He will have had quite 
enough of black in one monotonous winter. All up 
for a tan spring and start now. 


& & & 
Try This in Your Town 


T a retailers’ convention, recently held, three 

friendly competitors from the same small 
city sat side by side. The speaker on the platform 
was emphasizing the need for closer cooperation 
between merchants. He said that too many stores 
were attempting to carry too many kinds of shoes. 
Too much competition on stuff that had but little 
sale. 

“In almost every town and city,” he said, “you 
will find all the shoe men carrying footwear that 
has a very limited sale. For example, riding boots. 
Calls for riding boots in the average town are few 
and far between. And yet all the stores carry a 
few. Why not get together and agree that one 
store only shall stock riding boots and all the other 
stores direct inquiries to that one store? That 
would give one store a chance to make a little 
money on a specialty and relieve the others from 
the risk of carrying seldom sold merchandise.” 

At the close of this talk the three friendly com- 
petitors put their heads together. In a few mo- 
ments they had agreed to concentrate rarely sold 
merchandise in one store. As one of them put it: 
“TI have five pairs of riding boots that have been 
on my shelves for several years. -I offered them to 
my neighbor with the assurance that I would not 
stock them again: He accepted because he has 
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the larger store and naturally will get most of the 
calls for that kind of merchandise.” 

Another of the trio said: “We have agreed mu- 
tually to go over our stocks when we get home and 
allot to one store all such merchandise. We have 
awakened to the folly of attempting to carry every- 
thing on earth that might possibly be asked for in 
many years to come. Hereafter it will be a case of 
each store to its specialty and no competition on 
certain goods.” 

Now that is what the Recorder calls good sense. 
A little more of that and the retail business will 
begin to show signs of the “old pep.” 


& & & 
Thinking Spring-ward 


E have seen the experiment over a period 

of eight years of the theory hand-to-mouth 
buying. That experiment has about reached its 
end. The man who buys simply to cover a 
minimum budget by the month of purchases, 
is missing sales when he needs them most. 
We know of many stores who will lose immense 
Christmas opportuni- 
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of the six in the next season, he purchases the re- 
maining fifty per cent. With Easter March 31, the 
shoes bought in haste in January and February are 
out of the early Spring selling picture. We are the 
last industry of all to develop a buying-selling tim- 
ing sense. Most every other industry has had con- 
siderable research on the timing processes of mak- 
ing, selling and the ultimate distribution of an 
article. The ‘“time-picture” ahead of an early 
Easter selling period is of immediate concern to 


all. eae 
Right Kind of Ad 


HIS is the time of the year to make the adver- 

tising dollar work over-time. To be able to 
put into type and illustration a message that will 
sell more shoes takes the skill of words, combined 
with a selection of merchandise and its timely 
presentation. 

Many a merchant wonders why some of the ads 
that he has spent good money in preparation for 
have pulled so poorly, and others that were chance 
shots paid again and again. 

A shoe man, wanting 


ov 
7 











ties, because they are 
not covered on foot- 


to settle a question in 
his own mind, decided 
to test out two theories 











wear which the public 
will need and want 
pre-Christmas. 

We have, therefore, 
evolved a plan of buy- 
ing where the mer- 
chant considers’ the 
year in two major sea- 
sons. February first 
and August first be- 
come the dead lines, 
marking the end of one 
season and the begin- 
ning of the new. 

The merchant should 
plan to buy fifty per 
cent of the shoes that 
he wants to have on his 
shelves in February and 
March within the buy- 
ing period of the next 
two months. In other 
words, he will antici- 
pate his wants to the 
extent of fifty per cent 
of the next season’s 
shoes and to have them 
in his store after the 
dead line date, Febru- 
ary first. Then for the 
balance of four months 








C——_— 


The Reason Why 


THE WHITE HOUSE 
San Francisco 
California 


As an ardent reader of the Boot AND SHOE 
RecorvER for many years, I feel it my duty to 
offer you a vote of gratitude for the information 
I have secured daily from reading your wonderful 
publication. I am never without a few of the late 
issues within an arm’s reach of my desk. 

Your generous space given to our problems 
which are so important today in operating a suc- 
cessful retail shoe business, such as style, buying, 
merchandising, advertising, retail selling talks, 
and articles by prominent retailers and buyers, I 
have always enjoyed and find endless good to be 
absorbed by reading them over and over. 


Sincerely yours, 
(Signed) Harry A. Gibson. 
* * * 

When Harry Gibson comes to town the shoe 
salesmen do buck up. 

Because Harry is a selector of “the best styles” 
for his White House clientele and knows what 
he wants, when and how much. 

His helpful Recorver is always “within arm’s 


reach.” 
Sete 6 Te. 


President 
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at once. So he placed 
an advertisement of old 
ladies comfort shoes in 
the Saturday afternoon 
issue of his local paper. 
He wanted to know if 
Saturday advertising 
would pay, and he 
wanted to know if there 
was any sale for that 
kind of shoes. To his 
surprise and gratifica- 
tion on Monday morn- 
ing the first customers 
in his store were two 
dear old ladies who 
asked, “is this the 
store that has the kind 
of shoes we want?” 
Two pairs sold at once. 
A little later another 
old lady came in carry- 
ing the advertisement 
in her hand. She also 
bought shoes. 

This shows that a lit- 
tle thought spent before 
an advertisement is 
written will add to its 
pulling power. 











Here are 


ew Windows for 
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Many of These Ideas 
Are Very Inexpensive 














close study of the windows reproduced on these two pages and on 

the two following. Many of them, it is true, cost large sums of 
money to install. One of them, however, cost exactly forty dollars and 
no cents; and even the costly ones have ideas which can be adapted, at 
low cost, by the smaller merchant. 

For instance, anyone can adapt the idea used in the window of Saks & 
Company, shown above. The drapery has been arranged in tight folds 
and attached to the floor in such a way as to make of the floor a semi- 
circle instead of a rectangle. Not so hard in a small window but if you 
want something even easier than that build a false window back fashioned 
like a three-panel screen and allow the floor of the window to be shaped 
like three sides of a hexagon, instead of a semi-circle. 

A little copper god is enthroned in the lighted hollow cylinder in this 
window. The cylinder in your window might have an attractive vase, 
or shoes of gold or silver. Nor do you need a cylinder, as a hollow box 
with rectangular cross section (easier to build) could be used instead. 

The rest of the window is easy. Saks & Co., have used a “four-legged 
tripod,” attached to the legs of .which are shelves on sleeves which slide 
up and down the legs and are fastened in place by set screws. Don’t 
let that worry you for a minute. Get a regular three-legged tripod from 
any store which caters to portrait painters. These have holes punched in 
the legs at regular intervals. A set of wooden plugs, one for each leg, 
come with the tripod. Attach your little shelves to the pegs, plug in 
wherever you want to—and there you are. 


FO cco shoe store in the country—big or little—can benefit from a 
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j New Shoes ~~ 


OT so susceptible to inexpen- 
sive adaptation are the two win- 
dows on this page. Rather are 


they valuable as studies in arrangement. 
That of Abraham & Straus, at the right, 
of course, is “made” by the wax figure 
on the low, upholstered bench. Such a 
bench, however, could very nicely be 
made the foundation for three or four 
exceptionally good-looking styles. The 
artificial flowers, such as those shown 
here, can be purchased already made, or 
made from crépe paper at home by the 
family. The fixtures which you already 
have could then be spotted as they are in 
this window and a very good effect could 
be achieved. 

The B. Altman window, below, (all 
the pictures on these pages, with one ex- 
ception, were taken in New York) em- 
ploys at least one distinctly new display 
fixture which can be built by any car- 
penter at low cast. We refer to the 
pedestal on which the lamp rests. It is 
nothing more that two hollow boxes 
triangular in cross section, the smaller 
one on top of the larger one. Another, 
and: more familiar type of fixture is seen 
in the “steps” on each side of the lamp. 
A pair of steps like these could be placed 
together in the middle of the window or 
could be separated and placed one at each 
side of the window, converging like the 
sides of a V, toward the center of the 
window. - 





a Re Te 

















































A low bench, an attrac- 
tive table, a chair. If 
you don’t own anything 
of the kind sufficiently 
attractive to use im a 
shoe window, it is a safe 
bet that your local furni- 
ture man will be glad to 
lend you what you want, 
provided you give him 
credit on a neatly lettered 
card. The background 
should be a neutral color, 
although stunning effects 
are sometimes created by 
the use of solid gold or 
silver backgrounds. The 
paint used in getting 
these metallic effects is 
the same as that used in 
painting hot water and 
steam radiators in homes 
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the trim in the I. Miller window to 

the left. Furthermore, the floor of 
the window has been arranged step fash- 
ion. And all of these features can be 
incorporated at low cost in any window, 
the proportions of which lend themselves 
to the arrangement. In any case, every 
store should have a set of these boxes 
graduated in size because, with them, you 
can work out as many effective arrange- 
ments as there are units. 

The window background is unusually 
good. To adapt the idea, it would be 
necessary only to have big frames built 
of compo board or its equivalent. The 
picture in the frames in this case is made 
up of a checkerboard design on which 
have been pasted or painted a flock of 
grotesque looking ducks flying south for 
the Winter. 

Imagine, for instance, this type of 
background for a display of children’s 
shoes where all you have to do after 
installing the framed backgrounds is to 
cut out Mother Goose pictures in bright 
colors and stick them around almost any 
old place. 

Your local furniture dealer will be a 
big help if you want a window like that 
of Stern’s, shown below. With the 
exception of the background, which is 
sort of a zig-zaggy screen, perfectly plain 
in color, there is absolutely nothing in the 
window but shoes and furniture. Its 
very simplicity makes it unusual enough 
to attract favorable attention. 


B OXES and more boxes compose 















































October 20, 1928 


HOWN at the side of this page is one unit of a 
S window recently put in by Oppenheim Collins & 

Co. As this was a sale window, offering women’s 
high style footwear at $5.50, a much larger number of 
shoes were shown than would have been the case if it 
were a window introducing a new style or a new season, 
as was the case in the windows shown on the first three 
pages of this section. 

Low dividing partitions, sloping gracefully from the 
back of the window to the front, served to separate 
this showing from the rest of the window. In the back, 
an effective use has been made of tall, rectangular 
column display units. These are so graduated in height 
as to make a step arrangement, leading down from 
the larger unit in the right background. This 
larger unit is merely a much larger box or 
column than the ones beside it and partially 
hollowed out on its front side in the shape of a 
tall narrow letter “V” with the point cut off. 
This lopped-off point of the “V” forms a 
shallow ledge on which has been placed a dis- 
play fixture showing a pair of shoes. 

The smoke-stack effect at the left is a 
column of wood with hexagonal cross section, 
painted the same color as the fixtures com- 
posing the step construction and then decorated 
with tall zig-zag lines in a strongly 
contrasting color. 

Last, but by no means least, is the 
prize window of the bunch—not 
necessarily because it is the most 
beautiful but because it shows what 
actually has been accomplished by a 
smaller store with an alert man in 
charge of window trim. It is the 
store of Stiefel Bros. & Co., Salina, 
Kan. “The modernistic upright 


At a cost of 
$40, this win- 
dow was given 
modernis tic 
treatment 
which lifted tt 
above the com- 
monplace. 
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columns,” writes William F. Helfrich, who designed the 
trim, “were made here at a local planing mill, being cut 
of veneer board and these were finished with silver wall- 
paper. A plain foundation of wallpaper previously had 
been placed underneath this to remove all lines from the 
wood. The sunburst stripes on the columns were made 


with a stencil and airbrush. This was done in gold. 
The centerpiece was very simple and was also made at 
the mill. This carried the same color scheme, silver and 
gold. The entire cost was $40.” 
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No matter where 
a customer ig 
seated, there is_ 
a well lighted 
display cabinet 
near by 
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Tt’ é 
~ aside ue Counts 


Interior Display as Important as Windows 


‘¢T’S the windows inside the store that count.” 
Which is one merchant’s way of expressing the 


thought that too many 
merchants go in for elabor- 
ate window trims and store 
fronts, creating an impres- 
sion which is far from 
being born out inside. 

“They’ve got té match,” 
says he. 

Here is.a store, however, 
the Foot Saver Shoe Co., 29 
Monroe Avenue, Grand 
Rapids, Mich., where in- 
terior display is given 
maximum attention. The 
store is managed by T. L. 
Hammond. 

There isn’t a place on 
the main selling floor where 
a seated customer cannot 
see some shoes, fairly close, 
in well lighted cabinet-type 
cases. 

In one part of the store, 
even, the window idea has 
been caried out in a tricky 
alcove with hangings and 
artificial overhead lighting 
and, strange as it may 


seem, in front of this alcove 
is a very comfortable chair 
on which the waiting cus- 





Who wouldn’t enjoy sitting in this chair—note the view 





to buy, may sit at ease 


tomer, or the friend who is waiting for another friend 
and unconsciously allow the 


styles to become impressed 
on her mind. 

These cabinet-type cases, 
although they give the im- 
pression of having been put 
in place after the wood 
panelling was completed, 
are really part of the 
panelling itself. 

Chairs and fitting stools 
are upholstered in velour, 
the chairs with a tapestry- 
patterned back. The cab- 
inets have glass shelving. 

The parlor type store is 
still with us, despite the 
predictions of many that it 
would prove a passing fad. 
But it, too, has undergone 
a change and the better 
class ones which are being 
opened these days are uni- 
formly more simple in 
treatment and less bizarre 
in color contrast than they 
were four or five years ago. 

The reason is obvious. 
Simple lines, unobtrusive 
color schemes and furni- 
ture of the plainer type 
are easier to “live with.” 
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Leather Lessons far ste 


~Man “ie Floor 


American Leather Producers, Inc., Use Question Box 
and Class Room Methods in Teaching How to Sell 
Merchandise of Leather More Intelligently 


NE hundred and fifteen employees of Jordan 

Marsh Company of Boston, men and women sell- 

ing shoes, and other leather goods, spent a re- 
cent evening with The American Leather Producers, 
Inc., known as “The Strong Right Arm of the Tan- 
ners Council.” The training department of this store 
(Mary E. Hopkins in charge) and B. G. Hawkins, store 
manager, cooperated excellently with the leather men 
instructors. 

In order that the program might be of the most 
value to the salespeople, the latter were asked to take 
a small part. In each of the shoe and leather goods 
sections, a question box was placed one week before 
the educational get-together. Salesmen and women 
were instructed to submit written queries pertaining 
to their particular merchandising problems along 
the following lines: ° 

1.—Indentification of leathers, under which topic 
queries were made as to the quickest way to tell a 
side leather from a calf skin; how to tell a suede from 
ooze leather. “What is suede leather?” Is Scotch 
grain a treated leather?” etc. 

Under the second topic: “The Advantages of One 
Leather Over Another,” such 
questions as the following 
were asked: “What advan- 
tages has a kid over a sheep- 
skin in lining?” ‘What 
leather is best suited for feet 
that perspire freely?” 

Under the third topic: 
“The Selling Points of the 
Various Leathers”’—a mong 
the questions submitted 
were the following: “If you 
were talking about a man’s 
shoe that was selling to 
the consumer at $12 and 
you wanted to emphasize to 
him that the leather in the 
sole was better than the sole 
in the shoe that that he had 
seen for $4, how would you 
compare the two pieces of 
sole leather?” 

Under the “Care of Leath- 
ers,” the question was asked: 
“What is the best way to 





clean the new silk kid?” Miscellaneous queries were 
propounded as to how to identify a welt shoe; “why 
are heels of shoes made of patent leather covered in 
many cases with celluloid instead of glazed kid.” 
“What has caused the rise in leather prices during the 
past two years?” 

An interesting exhibit of leathers was held for one 
week preceding the event. This display was also fur- 
nished by the American Leather Producers, Inc. Wil- 
lis R. Fisher, president of The National Leather Co. 
and of A. C. Lawrence Leather Co., presided, and 
sketched an interesting background of the industry. 
Mr. Fisher said that the object of the meeting was to 
receive, as well as to give, information. He said that 
every branch of the industry, from the tanners to the 
retail salesmen, were all in the same boat. 

“What is your interest is ours; what is ours is 
yours,” Mr. Fisher said. He gave a retail merchant’s 
definition of merchandising as “Giving the public what 
it wants when it wants it, at a right price.” 

Fraser M. Moffat, president of The Tanners Coun- 
cil, described by Miss Hopkins, as “The seventh son 

[TURN TO PAGE 59, PLEASE | 


Group of Jordan Marsh employees gathered together for a leather lesson in the 
store auditorium 
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International and Brown Shave 5 to 25 cents a Pair on 


Entire Lines Due to Hide Decline 


(By Telegraph) 


T. LOUIS, MO.—The International Shoe Company, 
S in a letter signed by Frank C. Rand, and one 
from the Brown Shoe Company, signed by John 
A. Bush, announced on Tuesday of this week, to the 
customers of these houses, price reductions on the en- 
tire line of shoes produced by each firm. The prices 
are effective at once, and range from 5 cents to 25 
cents a pair. Other general line houses have effected 
similar reductions, which have been, and are being, 
announced to the trade. 

The largest reductions were made on the heavier 
and more staple line of shoes while smaller decreases 
were made on novelty shoes. The causes resulting in 
the price reductions are given in abstracts from the 
letters. 

Mr. Rand’s letter follows: 

“For eighteen months or more we have experienced 
a strong hide and leather market which has material- 
ly increased shoe costs, and part of these added costs 
have been reflected in higher shoe prices. During the 
past two weeks there have been declines in hide 
prices, which if continued, will lower our costs, and 
we have decided to meet the situation promptly by re- 
ducing prices so that our customers may have the 
advantage of lower prices, and, at the same time, re- 
ceive from the International Shoe Company a frank 
statement of trade conditions as we see them. 

“Statistically the hide market is strong. The hide 
cellars of packers are empty. There are no accumu- 
lated supplies of hides within our knowledge, and the 


ever-increasing population, and steadily decreasing 
number of cattle have been, and are, constant in- 
fluences to stimulate hide prices. In these -circum- 
stances the present decline was unexpected, for as 
late as two weeks ago it seemed reasonable to assume 
that the prevailing leathers of the hide and leather 
markets would not be lower. Contrary to all appar- 
ent influences, the prices of hides are lower and we 
are accepting the situation on that basis and are meet- 
ing it with lower prices. 

“In making new prices we have not attempted to 
anticipate or make predictions about future markets. 
We have no assurance that the hide market will not 
advance as quickly as it declined.” 

Following are extracts from the letter of the Brown 
Shoe Company: 

“For the past several weeks hide prices have been 
gradually lowered from the extremely high levels 
which have prevailed for over a year. If these lower 
hide prices continue they will enable us to reduce 
our costs, hence, our company desiring at all times to 
give you the benefit of any change in the market, has 
refigured our complete line on the basis of absolute 
replacement, ignoring completely shoes, hides, leather 
and finished merchandise on hand, and we are issuing 
this new price list at the lower replacement prices. 

“All statistics would indicate no great accumulation 
of raw hides the world over. In fact, all figures point 
to a decreasing supply with an ever-increasing popu- 








Dear Sirs, 


ur beggPrecards by 
Gir ship mail. 


2 oth. Stay. Reg 


259 V. 








Pa on Tuesday morning of 
this week the New York office 
of the BOOT AND SHOE RECORDER 
received a post card carrying the 
greetings of M. & L. Hess, the shoe 
fabric house of Erfut, Germany, 
which had made the journey across 
the Atlantic on the Graf Zeppelin, 
in its historic flight. We take this 
occasion to thank M. & L. Hess for 
their thoughtfulness in sending 
these greetings. 














i 











October 20, 1928 BOOT AND 








lation. We cannot make any predictions as to the 
future. No one can tell but what the market will ad- 
vance as quickly as it has declined.” 

Assurances are contained in both letters as to the 
maintainance of quality. 
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No changes have been announced by any of the spe- 
cialty maufacturers of high grade footwear. Accord- 
ing to one of the leaders in this field, the leather mar- 
ket remains unchanged. Firmness in prices was pre- 
dicted in this end of the industry. 





Grong — - 


First Pech a SPRING Leathers 


To be Had at Style Conference on Nov. 12 and 13 


ORTY-TWO leather firms will exhibit their 
Feathers for spring, 1929, at the Hotel Astor, 

New York, Nov. 12 and 13, in conjunction with 
the Allied Style Conference, to be held on those days. 
The leather exhibit, to be conducted along similar 
lines to that of last April, will be open from 9 a. m. 
to 10 p. m. on the two days of the conference, at which 
a shoe selling program for the early spring months 
will be drafted. 

The committee in charge of the leather exhibit, 
representing the Tanners’ Council, consists of James 
J. Lyons, Surpass Leather Company, chairman; J. W. 
Griess, Griess-Pfleger Tanning Company; R. J. Mel- 
lin, A. C. Lawrence Leather Company; F. X. Wholley, 
Keystone Leather Company, and E. B. Earhart, R. H. 
Foerderer, Inc. 

The committee is compiling an Official Color Guide 
of American leathers which will contain sample 
swatches of most of the leathers shown and which 
will be distributed at the style conference. 

The firms that have taken booths for the exhibit 
are: 

Agoos Kid Company, S. L. Agoos Tanning Com- 





pany, Amalgamated Leather Companies, William 
Amer Company, American Oak Leather Company, 
American Hide & Leather Company, Barnet Leather 
Company, J. S. Barnet & Sons, Barrett & Company, 
Bayer Brothers Leather Company, Hugo Brand Leath- 
er Company, Brandt Leather Company, C. D. Brown & 
Company, Burk Brothers, Castle Kid Company, Dia- 
mond Kid Company, John R. Evans & Company, Rob- 
ert H. Foerderer, Inc., Geisman, Musliner & Bright- 
man, Graton & Knight Company, Griess-Pfleger Tan- 
ning Company, J. W. & A. P. Howard Company. E. 
Hubschman & Sons, Hunt-Rankin Leather Company, 
Keystone Leather Company, A. C. Lawrence Leather 
Company, G. Levor & Company, McNeely Company, 
R. Neumann & Company, New Castle Leather Com- 
pany, The Ohio Leather Company, Pfister & Vogel 
Leather Company, Quaker City Morocco Company, 
Robertson Leather Company, Carl E. Schmidt & Com- 
pany, Inc., Samuel Shapiro, Seton Leather Company, 
Standard Kid Company, Surpass Leather Company, 
Thayer-Foss Company, Albert Trostel & Sons, Com- 
pany, United States Leather Company and Richard 
Young Company. 


CIOL © 


Leather Lessons for the Man on the Floor 


[CONTINUED FROM PAGE 57 | 


, 


of the seventh son in leather knowledge,” said in his 
opening remarks that he was after all “only a gen- 
eral practitioner.” He told the salesmen that they 
were the tanners’ bottle neck. “No tanner sells his 
product except through you,” said Mr. Moffat. “The 
most we can hope to do from a meeting of this kind 
is not to make you experts, but to suggest to your 
minds intelligent interest in the leather goods you 
sell. Your intelligent interest in shoes and other 
merchandise made of leather, reaches only one point— 
you sell yourselves leather products so well that you 
sell leather products to others. We are here to listen 
to your intelligent questions and to give you what 
you want to know about leather.” 

The program for the evening was preceded by a 
cafeteria supper at 6 o’clock; the meeting was called 
at 6.45 p. m., and one hour and a half was devoted to 
the talks, the questions and answers, and part one of 
a moving picture entitled “The Story of Leather.” The 
time allowed for the program was generally voted all 
too short as many of the questions were carried over 
for an answer by mail. 

Many of the salespeople remained after the meeting 


was adjourned to ask questions of the “jury” of 
leather and shoe men experts, who also were called 
upon by Mr. Fisher to answer the question-box 
queries. 

The following representatives from the industry 
were present: 

H. S. Swanson, International Shoe Co.; Car] Ganter, 
Hunt-Rankin Leather Co.; Major C. T. Cahill, United 
Shoe Machinery Co.; Thomas F. Anderson, secretary 
New England Shoe and Leather Association; J. Hawes, 
A. C. Lawrence Leather Co.; A. H. Vogel, Pfister & 
Vogel Leather Co.; Leo N. Isaacson, Standard Kid Co.; 
H. B. Bryan, England Walton Co.; T. R. Elcock, man- 
aging director of The American Leather Producers, 
Inc.; Fraser Moffat, president of The Tanners Coun- 
cil; Willis R. Fisher, president of the National Leath- 
er Co., and A. C. Lawrence Leather Co.; L. J. Robert- 
son, Robertson Leather Co.; R. L. Winans, A. C. Law- 
rence Leather Co.; E. W. Winans of the A. C. Law- 
rence Leather Co.; E. W. Davidson and H. J. Payne 
of the American Leather Producers, Inc.; M. Loewen- 
berg, Lackawanna Leather Co.; Willard Helbrun, Hel- 
brun-Thompson Co. 
















Makes any Shoe 


Adjustable 


WITH Trimfoot every shoe in your store 

can be made more truly corrective than 
any shoe now on the market. Think what this 
means in reduced stocks and styles. Trimfoot 
makes it possible to sell a style shoe that will 
relieve pains across the ball of the foot—cor- 
rect run-over heels—and prevent arch pains; 
no corrective feature visible to the wearer. 
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Trimfoot is permanently and snugly attached 
to the sole of the shoe. Trimfoot is so thin its 


presence cannot be detected. It is instantly 
fitted to the shoe. Quickly adjusted to the foot. 
Trimfoot ushers in the day of a truly adjust- 
able shoe. Your customers will be asking you 
to fit Trimfoot to each pair of shoes that they 
buy. 


Write us today for sample and full particulars 


A Practical 


HEEL GRIP 


The new Wizard Heel Grip holds firmly with soft rub- 
ber fingers that fill in natural hollows in the sides of 
the heel. The Wizard Improved Heel Grip is thin 
across the back, and will neither wear holes in stock- 
ings nor cause ungraceful bulging in the shoe. Makes 
shoe fit snugly—but does not crowd the foot. The 
Wizard Improved Heel Grip should be one of the fast- 
est selling items on the accessory or findings counter. 
The display includes 12 pairs of Wizard Heel Grips in 
attractive envelopes. The top one in the center is spe- 
cially packed in cellophane for display. 


Wizard Grips retail for only 30c. a pair. Priced to you at 
$2.25 per dozen. 


A NEW Cushioned 


CORN PAD 


Contains Mercurochrome (HW&D) 


The new Wizard Cushioned Corn Pad contains mer- 
curochrome as its antiseptic ingredient. Wizard Pads 
give instant relief by cushioning the corn from the 
pressure that causes pain, and the cushiony comfort 
they provide is accomplished without bulkiness. Ad- 
vertised in leading national magazines, Wizard Im- 
proved Corn Pads are rapid sellers. With each 
attractive display card containing a dozen packages— 
we will give you a generous supply of samples in 
attractive envelopes. The distribution of these samples 
will help introduce these new improved pads to your 
customers for your profit. 


Also made in sizes for callouses and bunions. 


Retail price per box 35c.—dealer’s price per card (1 
dozen) $2.75. 


Write us today for full details on the new Trimfoot—the new Wizard Heel Grip—and the new Wizard Corn Pad. 
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WIZARD COMPANY 











1629 Locust St. 


a \ \ a / a 0 
t Wizard 
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/ MP Zinc Oxide Pads 





ST. LOUIS, MO. 
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No question about 
it. In the long run, 
the most profitable 
shoes you can sell 
are made of 


BLAC K, 
G3 LAC E’ 
KID 


Surpass Leather Co. 


North Philadelphia 





Tanners of Black and Colored Kid 
Black Kangaroo 
Colored Kid Linings 
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LOOK IN THE STORE - and 
HOW THEY OPERATE 


















All Sizes of Parcel Post 
Cartons in Stock 





HARRISBURG, PA. 
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Cauitt Cartons 






eee 


Front opens at a touch. 
Shoes slip in and out easily. 


Keep stock clean and or- 
derly. 


No littered store or broken 


lids. 
Beautifies the store. 


A real advertisement in 
the home when given out 
with the shoes. 


Easy stock control at no 
expense. 


Cost less than the old style 
two-piece shoe box, though 
made of better materials. 


There’s a Neat profit in a 
Cahill Cartonized Store. 


Ask your manufacturers 
to ship your shoes in 


CAHILL CARTONS. 


Samples or 
Salesman on request 


CAHILL CARTON COMPANY 
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the first 
rubber 
footwear 
innovation 


in a half 








































Sn 2 a ~ RHR ae WEARS? THE == ONLY THE THE 


From the customer’s viewpoint Over- 
1 Sole is the most attractive wet weather 


Colors foot protection ever developed. 
B From the merchant’s viewpoint . 
, Midnight Blue Over-Sole will mean extra profit and 
; Neutral Gray extra sales. 
4 Teceente y Light as a feather and easily carried 
Resta Geen in any woman’s handbag... Over- 
Red Sole is a real utility-novelty that will 
White appeal. 
Green 
Black Write for samples and prices. 











RETAILS AT ST 00 


OVER-SOLE RUBBER CORP. 


9 So. Clinton St.. Chicago 
101 W. 315t St..New York 


OVER-SOLE gy” OVER-SOLE QF OVER-SOLE QA OVER-SOLE 
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THREE SPARE-SPACE 
MONEY-MAKERS 


There should be no spare space in your store. Every inch 


should pay dividends. 


““Bete’’ and “Pack Flat’” Shoe Trees and CORDO-HYDE 
laces are a paying trio in thousands of stores. They 
are small in size but big in profit. Each is the leader 
in its field. Each is standard merchandise. 


Let us tell you how other merchants are capi- 
talizing these little money-makers. 


. < 
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Channeling the Insole 


5" ECONOMY REINFORCED INSOLE is a solid leather 
insole reinforced with canvas. This reinforcing gives 
the insole additional strength, allowing the shoe to hold 
its shape and retain its original smart appearance through- 
out its life... The shoe manufacturer makes his own 
Economy Insoles. He first channels two lips in the insole 
on the Economy Insole Channeling Machine — Model B. 





BOSTON, MASSACHUSETTS, U.S. A. 





FIORE TROISI 


operates the Economy 
Insole Channeling 
Machine — Model B 
in the 
Ground Gripper 
Shoe Factory 
Boston, Massachusetts 


cA Benefit 
to the Manufaéturer 


A solid leather insole, 
reinforced with canvas, provides a 
stable foundation around which to 
build a shoe: 


It strengthens the shoe through 
all the operations which follow. 


It prevents spreading. 
It gives a better inseam. 
See next page! 


UNITED SHOE MACHINERY CORPORATION | 









HOW TO MAKE <= 
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FRANK MCEACHERN 


is shown above operating the 
Economy Insole Lip Cement- } 
ing Machine— Model B 














THOMAS MILLER 
is shown on the opposite page 
operating the Economy Insole : 
Lip Setting Machine ‘ GiSitait 






Lip Cementing 









Both operators are employed 
by the Ground Gripper Shoe 
Company, Boston, Mass. 


FTER the channeling operation, a ribbon of cement & 


cA Benefit - ‘ 
odisihalite is spread on the top surface of the channel lips by 


Well made shoes mean satisfied the Economy Insole Lip Cementing Machine— Model B. th 


customers . . -When the Economy ; 
emia NC Im It is not necessary to temper the Economy Reinforced WI 
appearance. The shoe will also re- 
tain its original shape throughout Insole. to 


its life. 








UNITED SHOE MACHINERY 


THE FOUNDATION OF 2a G 





Lip Setting 


Go cemented channel lips are then raised by the cA Benefit 


to the Consumer 


Economy Insole Lip Setting Machine, which presses 
: Who will find 
them firmly together. These lips produce a strong rib, _ stabitity, which retains the original 
. ~ m - P shape of the shoe 
which gives a better inseam, for it permits the Operator —_Htexibility, which adds to tne wear 
er’s comfort 


to sew well down to the bottom of the shoulder. Durability, which makes a satisfied 


customer 


See next page! 


CORPORATION, BOSTON, MASS. 


‘Hh GOODYEAR WELT SHOE 











_ECONOMY INSOLES mean BETTER SHOEMAKING 

















Reinforcing the Insole 


© petal to the reinforcing operation, a good grade of 
canvas, coated on one side with a reliable adhesive, which 





RAPHAEL MORANTE 


operates the Economy Insole Z . . 
Reinforcing Machine— Model B has been slightly heated, is placed on the flesh side of the sole. 
in e ° . . 
Ground Gripper Shoe Factory The Economy Insole Reinforcing Machine— Model B, fits the 
Boston, Mass. 
canvas to the bottom of the shoulder and the rib, and trims off 
the excess canvas. Since the fibre of the various kinds of leather 


Our Service Department 
will gladly demonstrate the advan- Cannot be depended upon to run uniformly, the Economy process 


tages of Economy Reinforced Insoles 2 x ‘ ¢ ss ‘i 
applied to any grade of insole stock insures a uniformity that is 


around which the large majority of 


Welt shoes are now built... Get in ‘ ‘ R 
hard to obtain in solid leather insoles. 


touch with our nearest branch office. 


UNITED SHOE MACHINERY CORPORATION 


I BOSTON, MASSACHUSETTS, U,S. A. 




















October 20, 1928 BOOT AND SHOE RECORDER 


69 














[M.A.PACKARD CO] 


And If Shoes Mark the Man—You’ll Feature ARCH-AIDS! 


| 





SUT 


Catalog of complete 
styles on request— 


Address Dept. F 














WALES 


A-23—In Black Calf 
A-24—In Brown Calf 


CROYDON 


A-21—In Biack Calf 
A-22—In Brown Calf 


GRAHAM 


A-28—In Imported 
Brown Scotch Grain 


A-25—In Black Calf 
A-26—In Brown Calf 


ARCH-AIDS are carried 
in AA to E widths— 
sizes up to 12 


A-15 
In Black Calf 





SUTTON 


A-13—In Black Kid 
A-14—In Colored Kid . 


M. A. PACKARD COMPANY 


BROCKTON, MASSACHUSETTS 


The Menihan Co., Rochester, N. Y., Makers of Menihan Arch-Aid Shoes for Women 
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Sales and Service 
Offices in Chief Cities 
of U. S. and Can. 
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An 
Extra Day’s Profit 


A SOUTHERN merchant 

says: “My profits, since 
installing a Flexlume, have tn- 
creased greatly . . . it brings 
me an extra day’s sales each 
week without an extra day’s 
work or expense.” 

Such is the sales pull of a Flexlume 
day and night (electric) sign. Nat- 
urally with hundreds instead of 
dozens of people spotting your loca- 
tion, trade will be attracted and your 
sales and earnings will go up. Let us 
submit, free of charge, the facts and 
a sketch of a sign suited to your busi- 
ness. Address FLEXLUME CORPORA- 
TION, 1740 Military Road, Buffalo, 
N. Y. 


Factories also at Detroit, Los Angeles, 
Oakland and Toronto. 





—— 


¢ 3 & Ch, 
‘Wonde Pate: ~ PAE 
SHOES Cf 


NONE HIGHER~ WY 


FLEXLUME ELECTRIC DISPLAYS 























Do You Fit 


"em? 


retailing. 





















YOU MUST CARRY 
WIDTHS and 








LI 


a TTT wingie 1 


ae ake 


















carried from AAAA 


EEE—priced to retail 
$5 and $6. 














THAT IS WHERE THE 


FITS INTO THE PICTURE 
with 71 styles in stock— 






Today Fir is the most 
important factor in shoe 


You can’t properly fit your 
trade with one width any 


—_ ae more than with one size. 











to 
at 





DUNN & McCARTHY, Inc., AUBURN, N. Y. 



















LOUISE 














iT 





















LILLIAN 

















LI 























DOROTHY 
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THE 


FEMININE 
CUSTOMER 


WANTS 


STYLE 
COMFORT 


DURABILITY 





















TUFSKIM 


Sock linings or heel pads 
are dainty—so much s0 
that they carry the outer 
beauty of shoe style right 
through to the inside. 














Today it is the dainty shoe 
that sells. 


Tufskim sock linings or 
heel pads close sales. 


++ RESPRO Inc.“ 


PROVIDENCE, R. 















pe 
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A Shoe’s Reputation Rests 


Largely Upon Its Heel 


one of the most vexing problems in the 


Uskide and Ustan Toplifts have in he J 


manufacture and sale of high-heeled shoes 


Uskide for 
black shoes 


Ustan for 
tan shoes 





A “rnun-over” toplift reflects no. credit either to the shoe 


manufacturer, the shoe retailer or the woman who «ears it 


E believe it entirely safe to say that 

prematurely “run-over” heels have 
done more damage both to the manufac- 
turer’s and the dealer’s reputation for fine 
footwear than any other factor of the shoe 
business. 

This is of course unjust, but unfortunately, 
women do not realize that even the best shoe 
money can buy, will lose its shape and pull 
apart under the twisting strains of a “run- 
over” lift! Their natural reaction is to con- 
demn both the shoe and the dealer who sold it. 

Through the super-wearing quality of 
Uskide and Ustan toplifts the original tread 
and shape of the shoe is preserved for a 
much longer period than is possible with any 
other toplift material. 


The use of Uskide and Ustan toplifts 
means satisfied customers and the steady 
and substantial business that such satisfac- 
tion brings. 

Nation-wide advertising has constantly in- 

formed the buying public about the superior 
service that Uskide toplifts give, and manu- 
facturers are everywhere recognizing the 
ever increasing demand. 
Uskide and Ustan toplifts are easily iden- 
tified by the woman purchasing shoes— 
the entire surface of every strip being cov- 
ered by the trade marked names as shown 
above. 

For complete details address Room 405, 
United States Rubber Company, 1790 Broad- 
way, New York. 


United States @' Rubber Company 
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LACES Help Sell 
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Children’s Shoes 


in Grand Rapids Store 





duces several good things be- 

sides furniture. Ideas for in- 
stance. Here are a couple of differ- 
ent ways E. A. Bolt of Wurzburg’s 
Department Store uses in bringing 
his children’s shoe department fa- 
vorably before the public. Every- 
one who has had to do with the 
dressing of children vividly recalls 
the tragedy of a broken pair of shoe 
laces. So, thirty days after a shoe 
sale is made, a pair of laces which 


Gace RAPIDS, MICH., pro- 





“Maybe you need ’em, 
Maybe you don’t; 
Maybe you'll wear ’em, 
Maybe you won't. 
And then, just a minor part of 
FOOTWEAR EQUIPMENT 
for those children’s shoes you 
bought recently. 
WURZBURG’S 
Children’s Shoe Department 
Authorized Agency for 
Simplex Flexies 
and 
Herbst Tom Boys 


Customers soon began to look for 
the laces. As the salesgirls were 
keenly interested in their work, they 
took extra pains in getting all the 
names and addresses. Oftentimes 
when something of special interest 
to a particular customer comes up, 
the girls write a brief note, long 
hand. In this way they have built up 
a fine personal trade for the store. 
One way of making the children’s 
department stand out from the rest 
of the store is the wearing of green 








are proper for the shoes purchased 
are mailed to the customer, in the child’s name. 
card accompanying the laces says: 





The 


RO 


smocks by the girls. At Mr. Bolt’s 
suggestion the name “Simplex Flexies” was appliqued 
on the left-hand upper pocket of each smock. 





The Ensemble Idea Teach *-im Foot 


Sells More Men’s 
Shoes 


[CONTINUED FROM PAGE 47] 


garment in the shoe department at Silverwood’s. 

(The independent retail shoe merchant also can con- 
sult clothing authorities and make his shoe purchases 
to fit into the style scheme of things.) 

Word of mouth advertising is better than ten thou- 
sand pictures, or at least that has been the experience 
of the shoe department in California’s largest store for 
men and boys. It is interesting to note that our per- 
centage of sales of tuxedo shoes exceeds that of the 
average shoe store. The full dress section just happens 
to adjoin the shoe department. 

(The independent retail shoe merchant has no ad- 
joining full dress section, but if, at the start of the 
winter social season, a customer drifts in to buy some 
street shoes, is there any objection to asking him quiet- 
ly whether he would not like to start the season right 
with a new pair of full dress shoes?—Editor’s query.) 

Men’s slippers moved from the fourth floor to the 
third floor for a new high increase in sales. Yes, the 
robes are on the third floor. 

(Independent retail shoe merchants do not ordinarily 
sell bath and lounging robes, but slippers can always be 
sold by suggestion, nevertheless.) 





[CONTINUED FROM PAGE 48] 
in addition to those shown on page 48, read: 

“Good Feet Are Essential to Health.” 

“Walk and Be Healthy.” 

“Health, Comfort and Longevity, Are the Reward of 
Examinations by Your Family Physician, Dentist, and 
Podiatrist, or Chiropodist.” 

“Your Comfort in Life Depends Upon the Care You 
Give Your Feet.” 

“Foot Care Should Commence in Childhood.” 

“Keep Your Feet Well.” 

“Comfortable Feet Mean Miles of Happiness.” 

“Many Illnesses Are Traceable to Foot Ailments.” 

“The Feet Are Health’s Foundation.” 

And as the American public has long since become. 
weary of so much car-riding, and has begun now to re- 
gard hiking as a sport, with good fitting quality walk- 
ing. shoes, as a necessity, Dr. Lelyveld suggests that 
another short-selling message might be as follows: ° 

“For foot, as well as Body, Health, Watk Five Min- 
utes for Every Ten Minutes You Ride.” 

Or—“Walk Ten Minutes Every Hour.” 

Or—“Walk Ten Minutes for Every 50 Minutes You 
Ride.” 

In other words, Dr. Lelyveld says, that we should 
walk 15 per cent of our lives, if we would be healthy. 
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i Pies wh 
on With THE DANCE 


BCAaweTlifuL— 


IMPORTCD ¢ CUT STCCL BUCKLC PUMPS 
WITH INVISIBLE TONGUCS 







BeautiFuL 
SHORT 
VAMPS 























No. 781—Patent Leather as ill....21/8 Spike Heel 
No. 795—Same as No. 781........ 14/8 Cuban Heel 
No. 783—Fine Skinners Satin...... 21/8 Spike Heel 














/ He. 700—Same - wa =. esi onions 14/8 Orton see 
Cumupenere ge 22. = Se = VERY FINE 





BUT*TRUE" eX “Hing f MATERIALS 


THESE KOK 
ee Se: 
See? me 





Patent and Silver Kid Fringed leather Around Buckle in the 
Satin & Suedes. Red—Gold and Patent Leather frinzed around 
buckle of the Patents. 














ON THE FLOOR. ly, 
READY To Sup ©© 


<8 e 
2% '0 


Net 30 os 1 






















1327 WASHINGTON AVE. ST. LOUIS, MO.- 


















































Drastically Reduced! 








ange Supreme Taps in THREE SIZES 
are now offered you at a tremendous re- 
duction. Neatly finished, easily attached. No 
filing necessary. Made of aluminum and 
metal alloy to give the desired ‘ring when 
dancing. 


[ per pair in dozen pair ‘| 

















Three sizes. A perfect fit for 
every shoe. 








Place your order today. Write for complete Cata- 
logue. Special cooperation for all Capezio Dealers. 


























e 
New Line for Shoe Store Windows 
Ask for Book No. 11F—Use your Stationery 2a cenaitiven 
NEW YORK CITY 


Due Oscar Oma Co, “2, 1 ¥. 4s e 
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MAKE HAPPY 
KIDS 


SKEEZIX SHOES 





Pride of possession no doubt plays a big part in the 
constantly increasing sale of these Skeezix Volga Boots. 
Appealing to the youthful desire is a major phase of 
the service which Skeezix Shoes offer the merchant alive 
to the possibilities in the juvenile market. This, and 
meeting the parental insistence on durability and econo- 
my, make Skeezix an eminently profitable line to carry. 
We would like to tell you the whole story about 
Skeezix popularity—and how we will help you gain the 
good will of the children in your town. 
These Boots as described, also many other styles, are in 
stock now for immediate delivery. 


Volga Boot 


GA 391—Chrome Patent Crimped Vamp Exclusive Volga Boot. 
Black Lizard Collar. Exceptionally fine fitting qualities because of 
Crimped Vamp over instep. Channelled and Finished Oak Bend 
Sole. Breasted Leather Heel on Child's and Junior Misses’ sizes. 
GA 4655—Schmidt’s Copper Lustre Eric Calf with Brown Lizard 
Collar, otherwise same as above. 


IN STOCK 
5%-8, D wide 8%-11, D wide 11%-2 D wide 
$3.25 $3.75 $4.25 





OUTCROWN BEFORE OVTWORN 





LANCASTER SHOE CO., 


Successors to W. A. WITHERS SHOE CO. 


Elizabethtown, Pa. 
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W are holding a Position 
for a Man like this 


ERE’S a job for a certain type 

of ambitious young man! He 

has probably reached the end of his 

rope in some successful store. Per- 

haps he wants some day to have a 
store of his own! 

Such a man was W. D. Naffziger, 

of Salina, Kansas. All he wanted 


was unlimited opportunity. He had 
grit. He had ability. And how he 
worked! 


He trained in one of our stores. 
Department after department—sell- 
ing on the floor, keeping records, 
buying stock—he mastered them all. 
He never lost his enthusiasm for the 
Company that gave customers such 
marvellous values. He learned how 
we do it — the enormous buying 
power of 1024 stores, scientific oper- 
ation in each store, and a golden rule 
policy in dealing with the public. 

When his big chance came and he 
was put in charge of a store, natu- 
rally he continued the methods he 
had learned and J. C. Penney Com- 
pany policies brought him success. 

His store prospered. He received 
a contract giving him a large share 
of all profits in addition to his salary. 
Still a young man, he has already 
made a substantial success. 


We are giving nothing away 


You, too, can achieve independence by 
succeeding with the J. C. Penney Com- 
pany. But you must be qualified. We do 
not give this golden opportunity to all 
comers. 

Only if you are a competent young 
man between 21 and 35 years of age, in 
good health, will you be considered. You 
must have back of you creditable expe- 
rience in selling men’s clothing or shoes 
or drygoods at retail. We mean it—no 
others need apply. You must have a good 








SPU WwI UG 









Read what W. D. Naffziger says. If there is 
one of our managers near you—ask him. 


education and you must bring good per- 
sonal recommendations. 

If accepted, you will be paid an ade- 
quate but not extravagant salary. When 


‘you make good, then you will make 


money with us. 


If you have the right experience, if you 
are the right kind of man for a big success, 
write our nearest office today. J. C. 
PENNEY COMPANY, INC., attention Mr. 
J. D. Keyes, Room 1503-B, 330 West 34th 
Street, New York, N. Y.; or attention Mr. 
E. M. De Moss, Room 1051-B, 1010 Pine 
Street, St. Louis, Mo.; or attention Mr. 
Wm. H. Dayton, Room “1323-B3, 1324 Russ 
Building, San Francisco, California. 


TIVO Urey 
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We are opening new stores every year 
and need new men to train for the 
responsibility of managership. 


Read Mr. Naffziger’s 
encouraging statement! 


“* My hundreds of friends in the Com- 
pany who have reached financial inde- 
pendence demonstrate conclusively the 
possibilities for the man just begin- 
ning.” Mr. Naffziger certainly should 


- know. Read his own story of Suc- 


cess. It is typical of J. C. Penney 
Company managers’ experience: 


I ran into the greatest opportunity of my 
life and, incidentally, the hardest work 
and longest hours, when I dropped into 
store number 75 at Laramie, Wyoming, 
rather by accident, ‘and met the manager. 

The opportunity and future, as he de- 
scribed them, looked so good I became a 
J. C. Penney Company man. 

That was twelve years ago and in that 
twelve years our stores have grown in 
number from 77 to 1024 and with an 
opportunity for all of us to share in the 
profits of that expansion. 

There is hardly any excuse for the right 
kind of a man to fail. He has the expert 
help and scientific planning of our central 
organization to assure him of success. 

Under our new three-fold plan of re- 
muneration, I feel the opportunity for 
the beginner today is as great or greater 
than then. 

W. D. Narrzicer, Salina, Kansas. 
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Who’s 
Who 
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elling oe} hoes 


on the 


Road 


News of the Shoe Travelers 


Edited by HELEN M. HANEY 








Help the Merchant to Sell More Men’s Shoes 
By Fred W. Moritz, General Sales Manager for Harsh 


& Chapline Shoe Co. 


We wonder if the dealer selling man’s and women’s 
shoes, ever stops to realize that he may not be giving the 
men’s business the attention it deserves? 


If dealers hope to sell men’s shoes—or any other of 
merchandise items for that matter—they must feature 
them in an attractive way—in their show windows. 


Sixty per cent of all goods sold are said to be sold 


through the show windows. 


When one considers the small amount of space some 
shoe dealers allow for the display of men’s shoes, it is 
not strange that trade does not come up to expectations. 


If dealers would but allow their men’s shoes a reason- 
able amount of space in their windows, their sales on men’s 
shoes would increase materially. 


Most shoe dealers feel, because their women’s shoe busi- 
ness is so brisk, that they should detote most of their 
window space to women’s shoes. 


When a traveling salesman has sold a dealer an order 
of shoes, the next part of the salesman’s job is to help 
the merchant to sell these shoes. 


It is up to the traveling salesman to sell the merchant 
on the idea of more attractively featuring men’s shoes in 
his show windows—to make his windows as attractive to 
the men, as most shoe store windows are to women. 











a nn ema 





RANK HIGGINS, salesman for Bell 

Bros. Co. of Boston, operating a 
chain of six factories in New England, 
returned recently from a trip through 
the South. A lot of shoes are wanted 
there, he says. Some boots are selling. 
Blue is popular. 





‘Tou ENGLAND, representative of 
the Best-Ever Slipper Co., Inc. of 
Brooklyn, N. Y., is now in the South 


_ on a service trip. Mr. England’s main 


purpose on this trip is to work with 
Best-Ever customers, to help them get 
all the business that is to be had with 
Best-Ever slippers. 





At a recent sales reorganization of 
the Cahill Carton Company, E. C. 
Kline of Brooklyn, N. Y., was made 
sales manager of the Eastern Division; 





Walter B. Yost of Philadelphia, Pa., 
has been made sales manager of the 
Southeastern Division; Lewis J. Mar- 
shall of St. Louis, Mo., has been made 
sales manager of the central division 
and L. C. Murphy of Los Angeles, Cal., 
has been made sales manager of the 
western Coast States division. Great 
enthusiasm prevails throughout the 
entire selling organization of the 
Cahill Carton Company and C. N. 
Cahill, general manager of the com- 
pany, reported sales, immediate and 
future for August of over $200,000. 


H. BAIRD, for severa! years in 

¢ the retail shoe business of De- 

troit, has recently joined the sales force 

of the International-Chicago Shoe Co. 

in northwestern Ohio, and will make his 
headquarters at Toledo. 


N. COMER, 
¢ for many 
years, prominent 
retail shoe mer- 
chant of Minne- 
apolis, is now cov- 
ering* large ac- 
counts in the Twin 
Cities for Foot, 
Schulze & Co. Mr. 
Comer is also a 
past president of 
the Northwestern 
Shoe Retailers As- 
sociation and _ is 
now studying the 
other side of the game. Fred Boese, 
who formerly represented the B. F. 
Goodrich Rubber Co., is now covering 
practically the same territory for Foot, 
Schulze & Co., with headquarters at 
Grand Forks, N. D. Part of North 
Dakota and Eastern Montana is the 
territory—(UTPS). 





WwW. N. Comer 





HE Central Shoe Travelers’ Asso- 

ciation has started its fall and 
winter seasons with a big membership 
drive. J. R. Sells, secretary, who sells 
shoe ornaments for The Reynolds Co. 
of Providence, R. I., is a live wire, says 
the national secretary, and is one of 
the most active executives of N.‘S. T 
A.’s locals. 





ERMAN GOODSTEIN, who for- 

merly, for four years, represented 
the Menzies Shoe Co. in western Penn- 
sylvania, died recently at Duquesne, 
Pa., following a nervous collapse, 
caused by an accident which happened 
about a year ago. He was 38 years 
old. Mr. Goodstein had a host of 
friends among the retail shoe mer- 
chants of his territory. He leaves a 
wife, two children, a father, and three 
brothers of Sharon, Pa. 





HE Wisconsin Shoe Travelers’ As- 

sociation held a meeting recently 
at the Hotel Plankinton. About thirty 
of the boys attended. Secretary Chris 
Johnson states that meetings will be 
held on the third Saturday of the 
month during the fall and winter. 





H S. HERNAN is now in charge 
¢ of Missouri territory for Hill 
Bros. Co. of Hudson, Mass., who man- 
ufactures men’s welts. Mr. Hernan 
makes his headquarters in St. Louis, 
and also covers that city. He formerly 
represented A. G. Walton & Co., in St. 
Louis, and before that, the Samuels 
Shoe Co. 
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Your Windows 
Can Be Made 
to Sell More Shoes 


yous display shoes will be better sales- 

men when you tree them with our 
Window Trimmer’s Fairy Lasts. Their 
beauty and individuality will be greatly 
enhanced so that they will turn window 
shopping into steady sales. 

We have a special assortment of twelve 
pairs of white short vamp, adjustable 
Fairy Lasts specially made for window 
trimming which sells for only $5, postage 
prepaid. Each assortment is made up of 
two pairs of each of the six different lasts 
shown here in sizes 3 and 4 or 4 and 5. 

State sizes you prefer. Special sizes 
can be had at no additional cost, if de- 
sired. If your jobber does not have them, 
write us, 


SHOE FORM CO. INC. 
Auburn, N. Y. 


Fairy Forms are fully protected by 
both American and Foreign Patents. 


LAV 
‘\\ 





Contracted for Expanded after 
easy insertion being placed in 
in shoe. shoe. 


Window Trimmers 


FAIRY LASTS 
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Merchants Offers— 
The Fastest Selling 
Oxfords We’ve Seen 


In Years! 






We can now ship promptly—for stocks 
have been replenished 









All Patent Leather 
$3.50 





Patent, Black Ooze Qt. 
Brown Kid, Brown Ooze Qt. 


A-C—83.60 

















College Hill 
Gr. Wlt. 





Tan Calf—Alligator Calf Saddle 
Black Calf—aAlligator Calf Saddle 
B-C—83.60 















Campus 
Gr. Wit. 














Tan Calf—Alligator Calf Saddle 
Black Calf—aAlligator Calf Saddle 


B-O—8$3.60 

















No Initial Orders for less than 12 pairs 
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R J. CUPLER, formerly sales man- 
¢ ager of the Standard Publishing 
Company of Chicago, has become as- 
sociated with the Cahill Carton Com- 
pany at Harrisburg, Pa., as vice-presi- 
dent and director of sales, also as a 
member of the board of directors. Mr. 
Cupler has had many years of experi- 
ence with the sale of high grade pub- 
lications and house organs to the large 
department store and mercantile trade 
of America and in severing his connec- 
tion of eleven years with the Standard 
Publishing Company, Mr. Cupler did 
so, as he says, “With the feeling that 
the Cahill Carton offers the greatest 
opportunity in the merchandising field 
today.” With Mr. Cupler, Evan S. 
Rusher, president of the Standard Pub- 
lishing Company of Chicago, has be- 
come associated with the Cahill Carton 
Company as a member of the Board of 
Directors. 


TT? Racine Shoe Mfg. Co., Racine, 
Wis., is now represented in the 
Dakotas, Minnesota and _ northern 
Iowa by C. A. Wikstrom, for the past 
five years manager of the R & G Boot- 
ery at Fargo, N. D. Mr. Wikstrom’s 
outstanding success in retail merchan- 
dising at this well known retail shoe 
store well equips him for his new re- 
sponsibilities in selling to other retail 
shoe merchants the “Racine” line, 
which he has successfully merchandised 
to the Fargo public. The territory now 
served by Mr. Wikstrom was previous- 
ly handled by the late H. S. Munro, 
whose death was recently reported in 
the RECORDER. 


G ALESMEN representing Dunn & 
McCarthy, Inc. of Auburn, N. Y., 
recently held a two-days’ convention. 
The “get-together” opened with an eve- 
ning banquet at Hotel Osburn. Presi- 
dent Fred L. Emerson presided and 
made the address of welcome. Sales 
Manager Buford Jones spoke briefly on 
his sales promotion plans. Talks were 
also made by Harry C. Goodwin, adver- 
tising counsellor of Rochester, N. Y.., 
who spoke on “Real Salesmanship,” 
and Otis Brannock of Park-Brannock 
Co., prominent retail shoe merchants 
of Syracuse, N. Y., who spoke on “The 
Importance of Correct Fitting for 
Profitable Business Building. One of 
the most interesting features of the 
“get-together” was the radio program, 
which was broadcasted through all 
stations of the National Broadcasting 
Company, beginning at 8 p. m., and 
in regard to which all members of the 


Here is Henry A. Holzer, who 
represents the Walk-Over men’s 
line at the New York salesroom 
of this house, 121 Duane Street, 
Eugene C. Winters representing 
the women’s line, and Vincent R. 
Blair, in charge of the New York 
salesroom. These three and the 
Winters’ dog, here pictured, are 
shown here as they looked a short 
time ago, enjoying a little outing 
at the Manhattan Arms, Sea 
Clif, L. 1., N. Y., owned and 
managed by Mrs. Winters. 





salesforce are much enthused as a sell- 
ing help to their customers. Another 
interesting feature of the convention 
was the display of Enna Jettick foot- 
wear, arranged in the grand ballroom 
of the Osburn Hotel. This spacious 
room was decorated, as are booths at 
the N. S. R. A. conventions, and each 
salesman’s line occupied a _ separate 
table, so that he could the better con- 
centrate on his new merchandise. In 
addition to shoes, each table contained 
a complete equipment of dealers’ helps, 
such as advertising booklets, flasher 
signs, ete. 


ALLACE FE. HIGH, Florida 

salesman for the Peters Branch 
of the International Shoe Co., died re- 
cently at his home in Tampa, Fla. Mr. 
High had been connected with the 
Peters Division of International since 
March 1, 1910. At one‘time, he rep- 
resented a wholesale shoe house with 
héadquarters at Richmond, Va., in the 
South. 
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IDNEY E. BOOZER of Greenville, 

S. C., has joined the salesforce of 
the Interstate Shoe Co. and will repre- 
sent this concern in Virginia, North 
and South Carolinas, Georgia, Florida 
and Eastern Tennessee. He was with 
the Thomson-Crooker Company for 
several years, and is one of the most 
popular men that cover Southern terri- 
tory. 


, I ‘HE two-day fall convention of Nettle- 

ton salesmen held at Syracuse recent- 
ly was one of the most enthusiatic meet- 
ings in the history of the company. An 
entirely new conception of modern mer- 
chandising and selling methods was 
presented. The first morning’s session 
was devoted to the display and _ the 
merchandising of Nettleton advertising 
with H. M. Messenger, advertising man- 
ager, in charge. Mr. Messenger pointed 
out that the splendid record of the past 
season which showed a gain of 32 per 
cent over a year ago, and the general 
participation of Nettleton dealers in 
the local fifty-fifty newspaper program, 
proved that Nettleton dealers were rec- 
ognizing the outstanding opportunity 
for greater profits in the fine shoe field 
and were putting more of their efforts 
behind these lines. The afternoon ses- 
sion was devoted entirely to new sell- 
ing methods under the direction of 
E. S. Barlow, sales yay H. W. 
Cook, president of the A. Nettleton 
Co., was host to the #4, sales force 
and executives in the evening at a 
banauet at the Onondaga Hotel. Mr. 
Cook’s talk enthused every man with 
the possibilities of the coming sea- 
son. After predicating his remarks 
with tangible evidence of the reasons 
for a good trip, Mr. Cook launched into 
a spirited discussion of the curable 
problems facing the retail shoe market 
Not for many years have conditions 
been more favorable than today for ex- 
pansion and growth of the fine shoe in- 
dustry, said Mr. Cook. Every Nettle- 
ton salesman is now in his territory 
with a bright outlook and a conviction 
that the fine shoe market offers the 
dealer an unusual opportunity to re- 
cover his men’s business at a _ profit. 
Among those attending were: H. W. 
Cook, president; H. S. Garfield, T. E. 
C. Johnson, Spence MacGavock, H. §S. 
Bosworth, A. R. Larson, H. H. Fairfield, 
Ernest Roroback J. M. Faulhaber, W 
E. Wilson E. S. Barlow, H. M. Messen- 
ger, A. A. Webb, M. F. Hilfinger S. B. 
Storms, A. H. Lewis, R. S. Merrill, G. 
L. Schwartz, G. E. Cathers, A. F. Wente. 





sales conference sessions 


Here is a bunch of the Dunn & McCarthy, Inc., salesmen, executives, and other conferees “snapped” ’twixt recently held 
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hed Sew Pumps 
In Stock 


Patent Leather 
Strap Pump 
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No. B428—$4.75 — No. B441—86.50 
unis Tatenes Sang Suiny Alligator Strap Hazel PP ete el Pump 
269 Last heroes Cuban Heel ind Gran 
269 Last 14/8 Wood Cuban Heel 


Order Today 

AAA-444-9 B-3 -9 AAA-414-9 BS 2° 
AA-4 -9 C-2%4-9 Terms: Net 30 Days AA-4 9 C-2%4-9 
A-3%-9 D-3 8 \-314-9  D-314-8 
A-372- “J 72" 


C. P. FORD & CO., Inc., Rochester, N. Y. 


NEW YORK CITY, MARBRIDGE BLDG. 
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WE BUY 


: WE BUY 
Fs eee. WE BUY JOBS WHOLESALE 


SHOE STOCKS —— SHOE STOCKS 





KIRSCH-BIACHIR 


bap ne PANY -INCORPORATED 7 

regent --emc MANUFACTURERS ‘ 

a yo paescoutl NEW YORK, N. Y. camMpiEs’ 4 
Jobbers and Exporters 


of Shoes 





WE Buy fo GOOD MERCHANTS OO ee ay 
RUBBERS ©: CLEAN HOUSE EVERY se: . 
aoe SIX MONTHS oO TENNIS 
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HE Panama Canal was officially opened to commercial traffic on 4 ) 


August 15, 1914. A French Company was organized to engineer / 


: , , ‘ The shoe of 1914 was distinguished 
and finance the construction of the canal in 1879. The rights of this 
fi of in 187 ights of by its hard Bull Dog toe . . . . The 





Company which had abandoned the project were later purchased by the (elaStic Box Toe opens up new pos- 
United States for $4,000,000. Under the terms of the Hay-Varilla sibilities in toe styles. It gives the 

. shoe that aristocratic appearance 
treaty a payment of $10,000,000 was made to the Republic of Panama say tiki ni: titania Mellin 
and after ten years an annual payment of $250,000. This interoceanic with greater toe ease to the wearer 


waterway is neutral and open to world commerce. 


B/C 





— 


THE QUALITY BOX TOE 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 





—= 
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fast steppers 


in genuine Alligator 


Reptile Leather has become a smart style-staple— 
especially Alligator. 

Here are four 
fast - stepping 
numbers 
made of baby 
block Alliga- 
tor—the cost- 
liest and rar- 
est of Alliga- 
tor skins. 





















“Balzar” B-908—Genuine 
Baby Alligator. Amber 
Alligator of exceptionally small 
baby Alligator skins. Kid back 
and vamp saddle to match. Special 
process medium round toe. 14/8 
heel. To retail at $10.00 $5.85 










“Maida” B-985 — Gen- 
uine Baby Alligator. 
Buckle strap pump in 
genuine Amber Alligator (baby 


IN STOCK 














“ ™ black) = Reow n Suede back to match. 
Crest” B-937 — Special process medium toe. 14/8 
Genuine Baby Al- heel. To recuui at ~i0.00.. $6.00 



































ligator. Fancy cut- 

out oxford in genuine 
Amber (baby block) Alli- 
gator. Medium toe. 
14/8 heel. Goodyear 
Welt. To retail in quan- 
Atity at $11.00 . $7.25 





I diat t made frum one of the largest 
in-stock A. 9 of style shoes. Repeat ship- 
ments within 24 hours—all season. Look over the 
styles—size up your stock—and get your order in the 
mail—today. 





POSH HHE DOSE CEHEH SEL) DEH 

Sizes: es POSS th © 6 A Sw 6S oe 
to 8, and C 3 

Terms: gee 30 nth Twenty-five cents addi- 
tional for orders of less than three pairs. 


SOSSOSSOSSOSSSOSSOSOSOSSOOSOS 


The Menihan Co. 


In-Stock Department 


ROCHESTER, 
N.Y. 


















“Echo” B-968— 
Genuine Baby Alli- 
gator. Made from 
small (baby block) 
Alligator in Amber. 
Goodyear Welt. Me- 
dium toe. 14/8 heel. 
A smart single-strap pat- 


tern, to retail at $11.00. 
$7.25 
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Tinted Crepe Slippers in Big 
Demand in Detroit Shops 


| 
| 


Suedes, However, Retain 
First Place in List 


of Materials 


DETROIT, MicH. (UTPS)—Prob- | 
ably the most outstanding develop- | 
ment in Detroit shoe circles during | 
the past week or ten days is a defi- | 
nite quickening of the demand for | 

| 





white crépe satin footwear to be 
tinted to match gowns and ensem- | 
bles. This type of business is show- | 
ing up even better than the local 
retailers had hoped it would. Satin 
crépes in black and blue are likewise 
selling in heavy volume, but, strange- | 
ly enough in view of the popularity | 
of the color in the suedes, brown | 
crépe is not very active. 


Regardless of the activity of the | 


satin crépes, brown and _ black 
suede models continue to be in the 
greatest demand 
Brown kid is doing excellently 
well also, with patents decidedly 
off. The warm weather of the past 
few days has aided the working off 
of the remnants of the warm 
weather numbers in the women’s 
lines, although it has cut down the 
total volume of business below the 
mark the dealers had expected to 
make this week. 


Sales at wholesale in this area have 
done better than the retail during the 
latter half of September and the first 
two weeks in October. Early in Sep- 
tember the jobbing business was slow, 
with a picking up noticeable about the 
middle of the month. The September 
sales of school shoes totaled up better 
than the 1927 business of similar type, 
the retailers report, while the whole- 
salers report a brisk business in men’s 
lines late in September due to the 
lower temperatures. 

Cc. B. Hare, of the Queen Quality 
Shop, finds a brisk sale on white crépes 
for tinting, and likewise believes that 
many women are swinging to white 
crépes in place of silver kids for eve- 
ning wear. The trend in this direction 
is so strong that he believes white 
crépes will largely supplant silver kids 
and other similar shoes for evening 
wear this Fall and Winter. 

Brown kid and brown suede continue 


in the shops. | | 





to be the leading sellers in volume. al- 
though white crépe has passed patents 


| They Want to Know 


Merchants ask us where to buy 
shoes and other store merchan- 
dise. In this space we list the fol- 
lowing typical inquiries: 

H-1411 Wants baby soft sole shoes. 
H-1412 Wants women’s novelty boots 
to retail $5 to $6.50. 

H-1413 Wants women’s novelties in 

stock with 24-8 spike heels, 

rice $3.35 to $5. 

Wants men’s white buck, calf 

or canvas high shoes for uni- 

form purposes. 

H-1415 Wants men’s, women’s and 
children’s felt slippers, also 

| children’s shoes, for jobbing. 

H-1416 Wants children’s and infants’ 


H-1414 


shoes. 

H-1417 Wants women’s short vamp 
novelties in 18 to 36 pair lots, 
retailing $5 and $6. 

H-1418 Wants full fashioned sheer 
chiffon stockings to retail $1 
to $1.25 

H-1419 Wants women’s bowling shoes. 


| | H-1420 Wants men’s and boys’ ski- 


ing shoes, costing $4 to $5. 

H-1421 Wants men’s semi-dress lace 
boot, 14 to 18 inches high, to 
retail $10. 


| | H-1422 Wants women’s novelties re- 


tailing $2.95 and $3.95. Men’s 
dress and work ooes retail- 
ing $2.98 and $3.9 
H-1423 Wants women’s novelties to 
retail $2.95 and $3. 
Interested parties may have 
names on request to Information 
Department, Boot and Shoe Re- 
corder, 80 Federal Street, Boston, 
Mass. 





in volume in this shop. Black and blue 
suedes are likewise popular in the style 
numbers. The straight types are go- 
ing better than combinations, he re- 
ports. Plain satin is practically dead. 
with the crépe absorbing almost all of 
the business that formerly went to 
plain satin lines. The 18/8 Spanish 
heel seems to be the most popular right 
at present. 

M. A. Mittelman, of the I. Miler 
Salon at Russeks, finds brown and 
black suedes going best, with reptilians 
holding their popularity very well. 
Dark red kid and bottle green kid 
models are selling particularly well. 
also, he notes. The satin crépes tinted 
to match ensembles are showine a nota- 
ble increase in this shop. The high 
heel continues in the vogue for evening 
wear, with walking and street shoes 
running the range from 13/8 to 16/8 
heels. 

In the men’s lines, business in gen- 
eral has been somewhat off early in 
October, but this present week has 








| Zig-Zag 








shown a slight gain. The continued 
warm weather, succeeding a cool spell, 
has slowed up the men’s demand con- 
siderably. 

“Rex” James, of the Bostonian 
Shops, finds medium French and 
very wide toes both popular in the 
popular price numbers, black 
carrying 65 per cent of the busi- 
ness, whereas in the Spring and 
Summer the proportion of black 
and tan was about equal. 

Medium dark calfskins are going best 
in the conservative lines, while grains 
are doing well in the style numbers. 
Mr. James feels that this Fall and Win- 
ter will be one of the biggest seasons 
in grain leathers that the country has 
ever known, from the standpoint of 
style shoes. 

L. H. Vickery, of the Nunn-Bush 
Shop, finds fully 75 per cent of his 
total sales running in blacks at 
present, with a prospect of an even 
greater margin as the Fall pro- 
gresses. Medium and broad toes 
are alike doing well, with a modi- 
fied French toe showing distinct 
signs of a growing popularity. 





Modernism Rules in 
New J. 0. Steele S 


tore 


and = Interior 
Fittings in New Art Theme 


ATLANTA, GA. (UTPS)—Devotees of 
modernism are finding their tastes 
fully gratified in the new Shoe Salon 
Moderne of the J. O. Steele Company, 
just opened at 168 Peachtree Street. 

The new salon, the entire plan of 
which was personally supervised by 
Mr. Steele, carries out an artistic 
scheme of decoration, with zig- zag dis- 
play windows and modernistic interior 
furnishings. With the exception of the 
chairs and fitting stools, the entire fur- 
nishings were especially constructed in 
Atlanta from designs worked out by 
the proprietor. 

The chairs and fitting stools, which 
are of silver, black and rose magenta, 
were built by French workmen and im- 
ported especially for the Atlanta store, 
giving a touch of the Rue de la Paix 
and Deauville to the shop that makes 
it most attractive. 

Mr. Steele, who is director and styl- 
ist for the National Shoe Retailers 
Association, has announced that he will 
personally supervise all purchases for 
the shop, and a complete line of shoes 
and hosiery, including the Wolfert, 
Mohris and Lapidus lines, will be car- 
ried. 

The new shop is in the heart of At- 
lanta’s shopping and theatrical district, 
which will further add to its popu- 
larity. 


Windows 












It is said that two eyelet patterns, because of their low 
line, cannot be made to fit. 

“Judith” does fit. This tie is cut to fit very snugly 
through the waist. With a snug fit at the blucher points 
the quarters draw in snugly, and the shoe clings to 
narrow or short heels. 


This pretty pattern is drawn over our new 310 last; 


Here Is a Walking Shoe 
That Really Clings 
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adopted to meet the needs of those of our trade who 
demand shorter appearing shoes that meet the Wilbur 
Coon standard of fitting. 

The 310 last has a generous toe, and produces a vamp 
running ¥% shorter than our 309 last. 


It has a nicely developed arch, and carries a 14/8 
heel. 


“JUDITH” IS STOCKED IN 


StyLeE B1727—Patent leather vamp and foxing, dull calf quarter and tongue. 
Leather heel, fibre top lift. Price $5.65. 


StyLe B1728—Dull calf vamp and foxing, Wistaria embossed calf quarter and 
tongue. Leather heel, fibre top lift. Price $5.65. 


StyLE B1729—Betty Brown calf vamp and foxing, mode beige calf quarter and 
tongue. Leather heel, fibre top lift. Price $5.65. 


StyLE B1730—All black glazed kid. Leather heel, fibre top lift. Price $5.65. 


In Stock 
Widths AAAAAA/AAAA to E/EEE 
Sizes 21% to 11 


(Note: Sizes 1 to 2, not stocked) 


37 Canal St., Rochester, N. Y. 


[— — 


Chicago Office: 189 W. Madison St. 








UNDE RENTA SY MCE TS” 
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R. V. Todd Opens New 


Store in Pontiac, Mich. 
PoNnTIAC, MIicH.—The new shoe store 


_of R. V. Todd had its opening Oct. 


13. This new store is one of the larg- 
est and handsomest in eastern Michi- 
gan. The selling space is 30 feet wide 
and 60 feet long, with an ample stock- 
room in the rear. Striking windows 
12% feet deep with Craft-tex back- 
grounds form a brilliant setting for the 
shoes. 

Many tricky showcases and mirrors 
give the interior of the store a very 
pleasing aspect. One unusual made- 
to-order piece of furniture is the cus- 
tomer’s desk, up in the front part of 
the store. The back of this desk is 
fitted with mirrors which reflect the 
hosiery department across the store. 
Over the desk is a lighted showcase, 
in which Pied Piper shoes are dis- 
played. 

Florsheim shoes are the mainstay on 
the men’s side and Stetson on the 
women’s side of the house. 

A complete line of hosiery is carried. 


E. H. Dunlap Made Buyer 


CINCINNATI, OHIO — The Big Store 
Company has a new shoe buyer in the 
person of E. H. Dunlap, who recently 
took charge of the three shoe depart- 
ments of that firm. Mr. Dunlap came 
to the Big Store from Adler & Childs, 
Dayton, Ohio, where he served as man- 
ager and buyer for nine years. 

Kline, Inc., operators of a chain of 
shoe stores and departments, recently 
opened a new store in the Fifth Street 
location formerly occupied by the 
Daniel Shoe Co. H. E. Morisse, man- 
ager of 'the Irwin shoe department, an- 
other of Kline’s Cincinnati shops, was 
sent to St. Louis recently to open a new 
store in that city. 

James P. Orr, president of the Pot- 
ter Shoe Company and director of the 
United States Shoe Company, is in 
charge of entertainment for Boys’ 
Week, which will be held the last week 
of October. 


Establishes New Dept. 


MINNEAPOLIS, MINN. (UTPS)—The 
Leader Fifth Street Store has estab- 
lished a first floor section for the sale 
of women’s and children’s shoes. Here- 
tofore the only shoe department was 
in the basement. The department has 
17 chairs, with foot mirrors and shelf 
capacity of 3000 pairs of shoes, and 
is under the management of W. E. 
Roney and H. C. Bram. 


Bacon Sells to Bumstead 


Detroit, MicH. (UTPS)—Fred R. 
Bacon, who has conducted a shoe store 
at 7251 Gratiot Avenue, has disposed 
of his interest in the business to 
Charles Bumstead, who will continue it. 


New Providence Shops 


PROVIDENCE, R. I. (UTPS)—Harry’s 
Shoe Store has been opened on West- 
minster Street, this city, carrying 
shoes and footwear at popular prices. 


New K. & T. Location 


Houston, Tex. (UTPS)—Contract 
has been awarded here for a four- 
story, 60 x 101 foot building. The first 
floor of this building will be occupied 
by the Krupp & Tuffly shoe store that 
is now located at 501 Main Street. 

This new building, that is to cost 
$117,000, will be erected at Main and 
Walker Streets, in the heart of Hous- 
ton’s theater district. 


Manchester Succeeds 


McDonald at Powers 


MINNEAPOLIS, MINN. (UTPS)— 
Rupert Manchester succeeds H. G. 
McDonald as buyer and manager of the 
women’s, misses’ and children’s shoe 
departments of the Powers Mercantile 
Co. Mr. McDonald has been with the 
store about four years. He came here 
from Louisville, Ky., where for 11 
months he was with Herman Straus 
& Sons Co., and previously was five 
years with the Jordan-Marsh Co. in 
Boston. 





College Girls Now Want 
Conservative Shoes 


Lansing, Mich.— A complete 
change in the type of shoes the 
college girls are buying this sea- 
son is noted by the Mac Bolt 
shoe store. Up to this season 
these girls only would consider 
the square toed, short vamp, high 
heeled kinds; now they won’t 
look at a shoe that is not of the 
conservative type, having long 
toes and long vamps. The man- 
agement, is well pleased with the 
change, as it means to them the 
elimination of a practically dou- 
ble stock, Previously a separate 
college type of footwear was 
needed in addition to the current 
style patterns that the regular 
city high grade trade demanded. 

















New Family Shoe Store 


Pontiac, MicH.—A new family shoe 
store was opened last week by M. C. 
Goodrich. The new store will feature 
Douglas shoes for men, C. P. Ford and 
Pedigo-Weber for women, and Buster 
Brown for children. A hosiery depart- 
ment is to be added in the immediate 
future. Mr. Goodrich was shoe mer- 
chandise man for the Chase Mercantile 
Co. for the past ten years. 


Sherry at Fair Store 


FLINT, MicH.—H. L. Sherry, of 
Chester, Pa., is now manager of the 
shoe department in The Fair Store. 
This is one of the leased departments 
.— Shine Company, Fort Wayne, 
nd. 


Epstein with Jay’s 


LANSING, MicH.—P. Epstein, from 
Grand Rapids, has taken charge of 
Jay’s in the Strand Arcade. 





Hat-Bag-Shoe Ensembles 


Featured in Boston Stores 


Boston, Mass.—The retail shoe busi- 
ness of the past week has been a 
little quiet. “This is not to be blamed 
on the weather particularly,” said a 
good merchandiser, “but to the fact 
that the rank and file of people are 
not spending as much money for shoes 
as they should. The shoe stores sell- 
ing well-advertised shoes in the higher 
grades are not nearly as much affected 
by the lagging of the public interest 
in footwear as are those stores cater- 
ing to the middle-class trade.” 

Shoe departments of high-grade 
stores are featuring the hat, bag and 
shoe ensemble. One ensemble display 
made during the past week consisted 
of tweed and calf combinations, with 
the “zipper” opening bag a _ popular 
seller. Pumps in the new velour de 
plume, in crayon, or Patou blue; 
greens and black velvet; pearlized 
luster kids in narrow strap effects, 
crossing instep on diagonal lines; 
Colonial buckle effects on black suede 
pumps and blue kids in tricky pump 
patterns are among the high-grade 
models selling well. Brown suede in 
pumps and ties leads in the materials 
and patterns sold. Black suede is a 
strong second. Crystal buckles, in 
combinations of the colored and un- 
colored variety, adorn the high-grade 
pumps. Windows are attractive, with 
artistictically arranged backgrounds. 


New Baker Store 


St. Louis, Mo.—The Edison Broth- 
ers have opened a Baker store at 507 
North Sixth Street. This is the first 
store of this chain organization in St. 
Louis. The store is’ elaborately 
equipped with 42 fitting chairs with up- 
holstered seats and backs. Walnut fix- 
tures and shelving with unique side- 
wall cases adorn the interior. There is 
a balcony surrounding the entire store. 
This has a wrought iron grill rail. 
Crystal French chandeliers are used 
for lighting. There is an attractive 
lobby entrance, with display windows 
of the zig-zag type. L. D. Everett has 
been appointed manager of the new 
store. He was formerly in charge of 
the company’s New Orleans store, later 
going to Kansas City. 


Cantilever Shop Moved 


MIAMI, Fua. (UTPS)—The South 
Florida Cantilever Shoe Store, which 
has been located for the past two years 
or more in the McAllister Arcade, now 
occupies new quarters. The new store 
is in the same arcade, but within a 
few steps of the Flagler Street en- 
trance. It will enable the clerks to 
give better service to their clients than 
was possible in the old store. 


Publix Basement Leased 


FLINT, MicH.—The Shoe Market, 
whose home offices are in Saginaw, 
Mich., have leased the basement shoe 
department in the new Publix Store. 
Women’s and children’s popular priced 
shoes will be sold here. 
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as : Carefully» ¥ 
as You ll ‘Your Bank 











Like other good business men, you select your bank carefully—choosing Judge Your Insurance 

an institution whose strength is a matter of record, whose safety is un- 

questioned, and which renders real service to its depositors. Consider by These Fundamentals 

how equally important it is to choose carefully the companies that carry 

your insurance. The safety of your business—in emergency—depends of Insurance Value 

upon the strength and safety of the insurance companies chosen to pro- 

tect it. And service, from insurance companies—when needed—is abso- QUALITY — Adequate 

lutely vital. Choosing thus carefully, (1) protection, helpful ser- 
vice before loss, and 


prompt settlement of 


Shrewd Business Men Choose CENTRAL claims. 
(2) COGe —_ Siete os 
the quality of protec- 


They find upon investigation that The Central is the largest and strong- 
tion you demand. 


est mutual company in the United States engaged in a general fire in- 


surance business; that, measured by any test of solvency, its strength is 
unquestioned, its policies absolutely safe; that it has a record of over 
fifty years of fair adjustments and prompt settlement of claims; that, 
by careful selection of risks and conservative management, it returns to 
policy-holders a dividend of 30%—a definite and substantial saving in 
insurance cost. 


CENTRAL offers this strength, this safety, this service 
—and this saving—to individuals or corporations whose 
business or property can qualify as a first-class moral 
and physical risk. We will be glad to give you any 
further information desired. 


7] CENTRAL “™ 


that the Company issu- 
ing your policy is thor- 
oughly established and 
absolutely sound. 


Founded in 1876, The CEN- 
TRAL has a record of over 
fifty years of service, with 
prompt and satisfactory set- 
tlement of claims. Through ~ 
ividencs, it r to 
minimum the cost of atte 
insurance. The soundness of 
the Company and its policies 
is unquestioned. 


( 3) STABILITY—Assurance 





omar 


Manufacturers Mutual Insurance Company 


of Van Wert, Ohio. 





FIRE, AUTOMOBILE AND TORNADO. INSURANCE FOR SELECT RISKS 
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Brown Best Seller at 
Retail in Cincinnati 


CINCINNATI, OHIO—Shoe sales 
dropped off a little during the first ten 
days of October. This siight lull was 
expected, as the Fall openings were 
held unusually early in many stores 
and new styles started moving in vol- 





ume the latter part of August. Favor- 
able weather conditions contributed 
much toward giving shoe merchants an | 
early start. Cool days the latter part 

of August stimulated sales, and cool 

dry weather through the greater part 

of September kept shoes moving. 

Brown continues the best color mover 
and is followed by b.ack. One or two 
merchants report that blue has the 
edge on black, but the majority list 
black next to brown. Some red is sell- 
ing, and occasional calls come in for 
wine shades. Bottle green is very good 
and quite a bit of gray is moving. 

Suede is leading any other material 
in sales, with brown first and biack 
good. Black patent has been losing 
ground gradually for the past few | 
months, and it is now being given credit | 
for only 20 per cent to 25 per cent of | 
sales. Blue kid has been a big factor 
in pulling patent down, and black suede | 
has cut in considerably on black patent 
sales. According to some merchants, 
brown and lighter colors are selling 
in many instances where black patent 
has been sold heretofore. All-over rep- 
tiles and reptile combinations have 
come in for a pretty good share of 
sales, and retailers expect these to be 
good through Winter. 

Pumps and ties are equally good, and 
different one-strap effects are very 
popular. Heel heights vary. Shoes with 
heels anywhere from 13/8 to 20/8 are 
considered good, and there is quite a 
demand for shoes with lower heels for 
walking purposes. 


Nashville Employers 
Hosts to Employees 


NASHVILLE, TENN.—The Associated 
Shoe Retailers of Nashville held their 
semi-annual banquet in honor of their 
employees at the Chamber of Com- 
merce, Oct. 4. Dr. John L. Hill, of 
the Baptist Sunday-school Board, was 
the principal speaker, taking as his 
subject, “The Constitution of the United 
States.” J. L. Gillis, president of the 
association, presided, and J. E. Callo- 
way, of the All-America Shoe Store, 
was in charge of the program. 


B. C. Cox Now Manager 


Houston, TEx. (UTPS)—B. C. Cox 
has been appointed as manager of the 
shoe department of Harris-Hahlo’s, 
Houston department store. Mr. Cox 
is an experienced shoe man, having 
come here from San Antonio, where 
he has been connected with one of the 
leading shoe stores for the past several 
years. 


New Florsheim Shop 


San FRANCISCO. CAL. (UTPS)—The 
Florsheim Shoe Company has opened 
a new retail store at 756 Market Street. 
The Nunn-Bush Shoe Company has 
moved its branch from 60 Kearny 
Street to 111 New Montgomery Street. 








This $15 Window Won a Prize 


Here is a prize-winning window de- 
signed and executed byJ.H. McCullough, 


| 


manager of the Grand Rapids Flors- | 


heim store. 
prize of $15 for the best Red Grange 
window, which this trim copped. 


A local theater offered a | 


As | 


the cost of putting in the window was | 
$15, McCullough figures he is abreast | 


of the game in dollars, and far ahead 
in the publicity he gained from the 
movie house where the Red Grange pic- 
ture was being shown. The large life- 


like player against the mirror was cut | 





s 


| Brown Still Favored 


in St. Louis -Stores 


St. Louis, Mo.—Retail merchants re 
port business for the week slightly un- 
der last week’s volume and lagging be 
hind figures of last year. Saturday was 
a fair day. Brown is still the most 
popular color in a majority of stores: 
although patent is regaining some of 
its former prestige. Following patent, 
blue is mentioned as third choice. 

More pronounced is the call for an 
8/8 heel pump. For the past fortnight 
this demand has been heard in the 
stores and again this week mention 
was made that it continues. 

Square-toed oxfords for the college 
and schoolgirl are very good. In gen- 
uine alligator, an important chain 
group announced it as the outstanding 
shoe in the oxford field. 





Early Football Pictures 
Attract in Store Window 


Lansing, Mich.—Forty-five min- 
utes after the kick-off, the Shubel 
shoe store have pictures of the 
event prominently displayed in 
their window. Stores in college 
towns might, too, take advantage 
of this new process rapid photog- 
raphy, during the football season. 














out from a three-sheet poster of Red 
Grange and pasted on _ wallboard. 
Wallboard was also used in making the 
playing field. The small cut-out fig- 
ures of the eleven were made by a local 
artist and are very clever in their treat- 
ment. Goal-posts are of course of 
light ‘wood painted green. To further 
carry out the illusion of a playing field, 
the three tiers of “seats” were built in 
the rear of the window. This also 
allowed for the showing of more pairs 
of shoes. 


To Take Over May’s 


Shoe Departments 


Detroit, Mich. (UTPS)—The D. & 
K. Shoe Company has been organized 
to take over the shoe department of 
May’s millinery and _ ready-to-wear 
store at 1043 Woodward Avenue, near 
Michigan Avenue, which has been oper- 
ated by the S. E. R. Stores, Inc. The 
new concern consists of Harry L. 
Dermer and Benjamin Klayman. The 
department handles women’s footwear 
and hosiery, and is located on the fifth 
floor of the store. 


Radically New Front 


FLINT, MicH.—The remodeling of 
the front of the Newark Shoe Store 
has just been completed. This is a 
radical departure from the standard 
types of Newark fronts. The cement 
facing on the building extends to the 
second floor. White ivory plaster with 
travertine is used for backgrounds, in 
which are niches and set-in mirrors. 
The tables in the window are of black 
vitrolite, and the same material is used 
in the base. Then there is a brass 
lantern in the domed ceiling of the 
entrance way. A new walnut hose 
case, for showing and selling hosiery, 
has also been added. Manager R. E. 
Dye is justly proud of his dressed-up 
quarters. 
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60 STYLES IN STOCK 


BMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 
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GOMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 

















NETTLETON 
Shoes of Worth 

A. E. NETTLETON CO. 
Bw. W. COOK, President 


Syracuse, N. Y., U. S. A. 
MEN'S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 
Brockton, Mass. 
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Chicago to 
Play Host 
To Tanners 





Annual Meeting Will Be 
Held There Oct. 25-26 


CuHIcaGo, ILL.—The twelfth annual 
meeting of the Tanners Council will 
be held at the Edgewater Beach Hotel, 
Chicago, on Thursday and Friday, Oct. 
25 and 26. On Thursday, Oct. 25, there 
will be a general meeting at 10.30 
a.m.; a luncheon will follow at 12.30, 
at which the guest speaker will be Col. 
George T. Buckingham, of the firm of 
Defrees, Buckingham & Eaton. Colonel 
Buckingham is an authority upon the 
Sherman Law and was of counsel for 
the Tanners Products Company in the 
suit by the Government for its dissolu- 
tion. 

Immediately following the luncheon, 
the afternoon will be given over to 
group meetings, at which your attend- 
ance is most earnestly desired. . (The 
group meetings were originally set for 
Friday morning, but the shift to 
Thursday was made to ensure maxi- 
mum attendance. The directors’ din- 
ner is set for Thursday evening. 

On Friday morning, various commit- 
tee meetings will be held and the un- 
finished business which accumulated 
from the day before will be concluded. 
In all probability, Eastern members 
will be able to leave by the noon trains 
if necessary. 

In this annual meeting the American 
Leather Belting Association will partici- 
pate as well as representatives of other 
collateral lines who exchange statistics 
through the Tanners Council office. 


Dobbins Co. Incorporated 


Piaistow, N. H.—The George W. 
Dobbins Co., Inc., is a new shoe manu- 
facturing organization announced this 
week, headed by George W. Dobbins, 
formerly of the Witherell & Dobbins 
Co., Salisbury, Mass., and William H. 
Butler, formerly of ‘the Butler Shoe 
Co., Salisbury, Mass. Mr. Butler is 
president of the new organization, Mr. 
Dobbins treasurer, and Alan B. Mc- 
Gregor. Haverhill, clerk. The firm 
succeeds the George W. Dobbins Co., 
which has been operating at Plaistow 
since 1926. The new corporation is 
engaged in the manufacture of women’s 
medium grade turn shoes for the chain 
and department store trade. The com- 
pany employs 125 operatives. and daily 
output is approximately 1000 pairs. 





Brown Shoe Gains Again 


St. Louis, Mo.—For the fifteenth 
consecutive month, the Brown Shoe 
Company has shown a gain in ship- 
ments. The gain for the eleven months 
of the present fiscal year, it is stated, 
is over $2,250,000. T. F. James, vice- 
president in charge of sales, said the 
company expected to finish the year 
which closes Oct. 31 with another gain 
in spite of the fact that they will have 
to show an increase over one of the 
largest months of 1927. 





Cincinnati Factories 
Will Show 25% Gain 


CINCINNATI, OHIO—Cincinnati shoe 
manufacturers continue quite busy 
making up footwear for Fall and Win- 
ter sales. Factories that started a little 
earlier in the Summer than usual to 
make up Fall styles, have been run- 
ing at capacity ever since, and some 
will keep up this run to Nov. 1. This 
season, taking all in all, has been one 
of the best and longest manufacturers 
have had in several years. In some 
cases there will not be a lull in Novem- 
ber, as officials think a sufficient vol- 
ume of Spring business will have been 
booked to enable them to jump from 
the Winter orders to those for early 
Spring. 

Shipments for the months of August 
and September were very heavy, and 
factory officials think shipping and 
manufacturing figures for October will 
be 25 per cent ahead of those for the. 
same month of last year. 

Manufacturers were swamped for 
a while with orders for suede, and these 
continue to come in in volume. Suede 
shoes being shipped out at this time 
are largely brown and black, while 
there seems to be an increasing demand 
for green and wine and other colors. 
Reptile orders during the past few 
weeks have been surprisingly large, 
with allover reptile followed by com- 
binations. 

Quite a bit of Spring business is be- 
ing booked by salesmen, and judging 
from these orders, black will be very 
good through Winter into Spring. Or- 
ders for mat goat are on the increase 
and black patent is holding its own. 





To Make Compo Shoes 


MARBLEHEAD, MAss. — Marblehead 
Shoes, Inc., a cooperative venture, is 
starting in the association factories to 
make shoes by the new Compo process, 
the shoes to be on novelty styles for 
the big city trade. Horace W. Murray, 
formerly president of the Murray Shoe 
Co. of Lynn, and later with Brophy 
Bros. Shoe Co., is manager of the new 
enterprise. 
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Bender Increases Output 


LYNN, Mass.—Bender Shoe Co. has 
completed the reequipment of its fac- 
tory, and is making a 40 per cent in- 
crease in its output. It produces welts 
of smart style for women of 160 pounds 
or more. The sizes run up to No. 11 
EEE, for regular production. It must 
be that there are more women with 
large feet. Anyway, the company is 
increasing on the big sizes. Some of 
the shoes are of alligator leather, and 
large grain skins are used to maintain 
the proportions. Two new stores have 
been opened in Dallas. 


Diamond Shoe Acquires 
Factory in New Bedford 


BROCKTON, Mass.—Negotiations have 
been completed by the Diamond Shoe 
Co. of this city for the lease of the 
shoe factory in New Bedford formerly 
used by the E. E. Taylor Co. of this 
city before all its business was consoli- 
dated, and, agreement having been 
reached with the unions there, the com- 
pany will start in a short time the man- 
ufacture of a lower grade of shoe such 
as it has been buying in the past. The 
company makes both high grade men’s 
and women’s shoes here and a medium 
grade shoe. 

Supt. Henry S. Rubin of the com- 
pany also announced that some of the 
lower grade shoes being made in this 
city also would be turned out in New 
Bedford because the high price of 
leather and the high labor cost in this 
center made it impossible for the com- 
pany to compete on a fair basis with 
manufacturers of equivalent grades in 
other, low-wage centers. 

He estimated that the output at New 
Bedford would be about 2400 pairs 
daily and that between 400 and 450 
hands would be employed. 


Thomas M. Orr Dies 


BROcKTON, Mass.—This district lost 
one of its pioneer shoe manufacturers 
Oct. 7 through the death of Thomas 
Melville Orr, who was in his ninety- 
fourth year. He had been failing for 
the past year, but he was sick only 
four days with a heart affliction. In 
his youth Mr. Orr, who was born in 
Brockton when it was only a village, 
learned the shoemaking trade, and was 
a member of the old firm of Orr & 
Sears. Mr. Orr built the shoe factory 
at the corner of Ward and Montello 
streets, where shoemaking still is car- 
ried on. He retired many years ago, 
and since the death of his wife had 
made his home with his son, James H. 
Orr of this city. He also leaves a 
daughter, Mrs. F. A. Sweetland of this 
city, and a son, Hugh, of Boston. 


Elephant Grain the Next? 


PEABODY, Mass.—Ernest L. Woelfel, 
the embosser, is working on elephant 
grain leather for men’s shoes, the top 
to be black and the indented lines of 
white, or vice versa. Mr. Woelfel says 
that business on embossing alligator 
leather has increased 50 per cent since 
the fashion of alligator shoes for men 
started its career. 





Selling Staff Changes 
at Keystone Reptile 


PHILADELPHIA, Pa.—The Keystone 
Reptile Tanners, Inc., announce a num- 
ber of changes in their selling organ- 
ization. Frank B. O’Neil, who has been 
representing them in the New England 
field, has opened an office for the dis- 
tribution of their genuine reptiles in 
St. Louis. The Boston selling organ- 
ization of the Keystone Leather Com- 
pany has taken over the sale of rep- 
tiles in New England. 

Frank Foster, who has covered Penn- 
sylvania, upper New York State, and 
Canadian territories for the Keystone 
Leather Company, will, in addition, 
cover the same territory for the Key- 
stone Reptile Tanners, Inc. 

Abe Frey, of 176 William Street, 
New York City, who has represented 
the Keystone Leather Company and 
the Bristol Patent Leather Company 
for years in the New York territory, 
will handle the reptile line both for the 
—_ and other industries in New York 

ity. 
Marshall C. Robinson, well known in 


the kid selling field, will handle the. 


store sales at the executive offices in 
Philadelphia and will also cover Phila- 
delphia and near-by territory. 

F. X. Wholley, of the Keystone 
Leather Company, will direct the sell- 
ing organization of the Keystone Rep- 
tile Tanners, Inc. 


Editor Pinkerton Dead 


Boston, Mass.— Harry W. Pinker- 
ton, editor of American Shoemaking 
since Jan. 1, 1919, died Saturday morn- 
ing, Oct. 13, of pneumonia. The fu- 
neral was held at Pembroke Monday 
afternoon. 

Mr. Pinkerton was born in Taunton, 
Mass., May 29, 1868. His early life in- 
cluded a period of ill health in which 
he studied pen drawing of the style 
then in vogue in the magazines. He 
afterward engaged in the printing 
business and later took up newspaper 
work, being connected with a Boston 
daily and in the latter year of the last 
century with some of the shoe trade 
publications. He was the most thor- 
ough of editors, knowing his subject 
and writing clearly thereon to transmit 
accurately the technical progress of in- 
dustry. 

Mr. Pinkerton’s immediate relatives 
were a wife, Helen W., originally of 
Burlington, Vt.; a daughter, Florence 
A., formerly a teacher of sciences in 
the Canton High School and now Mrs. 
George Jenkins; a son, Dr. Henry 
Pinkerton of Harvard Medical School, 
and a sister, Mrs. Joseph Marshall 
White of Taunton. He was a member 
of the Appalachian Mountain Club. 


New Manchester Factory 


MANCHESTER, N. H.—The Sibulkin 
Shoe Co., with factories in Raymond, 
N. H., and Haverhill, Mass., has estab- 
lished a Manchester plant on Second 
Street and proposes to centralize its 
business here. The company special- 
izes in the manufacture of women’s 
McKay novelties, for which it has 
gained wide reputation. The new plant 
is now operating in all departments, 
with production at present reaching 
25 cases a day. 


WHERE TO BUY 
Men’s Shoes 





WOOD SOLE SHOES 


Heavy Full Oil 
Leather 


A. H. RIEMER 
SHOE CO. 
Manufacturers 
since 1887 

Milwaukee, Wis., 
U. S. A. 














WHERE TO BUY 
Slipper Quilting 
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SLIPPER MANUF. 
ATTENTION! 


We Do Quilting 
ver quickest “service sav 


FENKART & SONS, INC. 
815 22nd Street Union City, N. J. 




















WHERE TO BUY 
Shoe Buckles & Fabrics 





Cut Steel Buckles 
Tinsel Shoe Fabrics 


CRACOVANER 
389 FIFTH AVE., NEW YORK 
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BEADED 
SHOE BUCKLES 
A. & & VEITH, INC. 
9-11 Bast 
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WHERE TO 
Spats 
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BUY 








Imported English Made 


Broadcloth 
Spats 


Colors : 
Light Gray 
Med. Gray 
Fawn 
Sizes 6 to 11 
Leather Bound 


$2.25 per pair 





IN STOCK —IMMEDIATE DELIVERY 


BLOG SHOE CO., INC. 
147 Duane St., New York, N. Y. 














WHERE TO BUY 


Ballet Slippers 














im Stock Black Bal- 
Ladies’ $i30 pr. 
Misses’ 

Childs’ 

SLOG SHOE CO., INC. 
147 Duane st, 
New York, N. Y¥. 


20 pr. 
1.16 pr. 





| Boot Production Shows 
Big Increase in Lynn 


continues 
Hopes for a run on boots 
are high. Production of boots is triple, 
if not quadruple, what it was a year 


LYNN, Mass.—Business 


good here. 


ago this time. One firm sent samples 
of new boots td Texas by airplane mail, 
and the return airplane mail brought 
back orders. Up to the first of this 
month this firm refused to consider 
boots. The instance is mentioned chief- 
ly to show the shift in sentiment. De- 
velopment of boots would mean a new 
volume of business to keep the shops 
active during the dull times that usu- 
ally come in November and early De- 
cember. 

Suede is the leading leather so far 
this month. Reports on reptiles dif- 
fer. One firm, formerly strong on rep- 
tiles, is not now cutting a foot. But sev- 
eral other firms find that reptiles, espe- 
cially alligator and lizard, are quite 
active. Probably the new style of alli- 
gator shoes for men enhances the de- 
mand for alligator shoes for women. 
Velvet is a runner up for suedes. A 
revival of patent is expected next 
month, with satin as a runner-up. 

Brown swept ahead of black as suede 
superseded patent. Brown shoes make 
up 60 or 70 per cent of Lynn’s produc- 
tion. The wine shades, like Burgundy, 
are gaining. There is some business 
in blues and greens, and also in tweeds. 








A. A. Curtis Joins 
Peerless City Shoe Co. 


PORTSMOUTH, OHIO (UTPS)—The 
Peerless City Shoe Co. has announced 











BALLET SLIPPERS—IN STOCK 

of the unusual kind 

6102 Bik. Kid Hand Turn 
Soft Tee 







SCHWARTZ 
Specialists in Ballet Manafacture 


241 No. 


(tth St., Philadelphia, Pa. 


Child’s 6 to 11—$1.35 
Misses 11% to 2— 1.40 
Vomen’s 2% to8— 1.45 

Also Hard Toes 
HERDER, Inc. 








HAND TURNED, BLACK 
BALLET sLirPhLis 







Bond Mail orders 
ly attended to 
tenele & ROSENBERG SHOE CO. 


™ 
124 N. Srd St., Philadeiphia 


IN 8TOCK 
Women’s, $1.35; 
Misses’, $1.30; 
Children’s, $1.25 

prompt- 











Brooks’ Toe Slippers 





Women 
618 Black Kid... .$2.80 
608 Pink Satin... 3.15 t 
Slightly Higher 
BROOKS SHOE MFG. CO. 
Philadelphia—1725 No. 6th St. 
Los Angeles—1162 So. Hill St. 


Coast Prices 


In Stock 





Misses Children 
$2.75 $2.70 
8.10 3.05 











that the selling and styling of a new 
line of shoes, which are being made in 
the Tenth Street plant of the Irving 
Drew Shoe Co., will be in the hands of 
A. A. Curtis, formerly with the Bond 
Shoe Co. of New York and the Thomas 
G. Plant Co. of Boston. Mr. Curtis 
has devoted a number of years to styl- 
ing shoes, and thus brings to the com- 
pany an expert knowledge of the pres- 
ent-day demands. 

New lasting equipment has been in- 
stalled in the Irving Drew Shoe Com- 
pany plant to make the new line, which 
is to be known as the Littleway Proc- 
ess shoes. The fitting and cutting is 
to be done on the fourth floor and the 
lasting on the third floor. The in- 
tensive method of manufacture is 
adopted to make a saving in floor space. 


Welcome Anderson Dead 


CoLumBus, OHIO (UTPS)—Welcome 
J. Anderson, one of the best known 
attachés-of the H. C. Godman Co. of 
Columbus, who was intimately known 
to thousands of shoe, leather, and find- 
ings salesmen, died at White Cross 
Hospital, Columbus, Oct. 8, following 
a two months’ illness. He was super- 
visor of the telephone exchange and 
was the welcomer of the H. C. Godman 
Co. for the past 32 years. While he 
was christened Welcome, many of his 
friends believed it was a nickname for 








199 Shades 


San Francisco, Cal. (UTPS)— 
Carrying the new style axiom, 
“evening slippers must match the 
dress,” to its logical conclusion, 
the shoe department of The White 
House, San Francisco, has a dye 
repertoire of 199 shades and also 
guarantees every one. 











M. N. Arnold Co. Plans 


Window Trim Contest 


NorTH ABINGTON, Mass.—The M. N. 
Arnold Shoe Company plans a window 
trim contest, cash prizes for which 
total $500. The contest opens Oct. 15 
and closes Jan. 1, 1929. 

The contestants will be divided into 
two groups—Class A composed of 
stores or departments where windows 
are trimmed by a professional display 
man, and Class B composed of stores 
or departments in which the window 
trimming is done by the proprietor or 
one of his retail salesmen. There will 
be a first prize of $100 in each class, 
second prize of $75, third prize of $50, 
and fourth prize of $25. 

Judges will base their awards on 
originality, attractiveness, and selling 
appeal. At least one of the judges will 
be a prominent display man suggested 
by the International Association of 
Display Men. 





Alpina and Zimmer Co.’s 








in Leather Merger 


NEw YorK, N. Y.—Alpina, Ltd., pio- 
neer in the collecting and tanning of 
reptile skins, and the Martin Zimmer 
Lederwerke A. G., Frankfort-on-Main, 
Germany, tanners of goat and kid- 
skins, have been merged, according to 
an announcement made here by Jan 
Telenga, banker, who has been heavily 
interested in Alpina, Ltd., and who con- 
ducted the negotiations resulting in the 
new leather combination. 

Alpina, Ltd., maintains tanneries in 
Berne, Switzerland, reptile gathering 
stations in India. French Indo-China 
and Java, head offices in Paris and dis- 
tributing points throughout the world. 
F. Hecht & Co., New York, are the dis- 








tributors for North America. Alpina 
also is erecting a kid and goat tannery 
at Marseilles, France. 





Opens Men’s Department 


Pontiac, MicH.—Phillip Shapiro, 
who conducts a men’s clothing and 
shoe store at the corner of Saginaw 
and Pike Streets, has converted his 
rear storeroom on Pike Street into a 
shoe store. This is connected with his 
main store by a large archway. Men’s 
popular priced shoes will be sold there. 


G. E. Goodrich Retires 


PROVIDENCE, R. I.—G. E. Goodrich, 
for 30 years merchandising manager 
for John, the Shoeman, Inc., has re- 
tired. The store of John the Shoeman 
is considered as one of the largest in 








him, as it fit him so closely. He was 





62 years old. 
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Back from Europe 


St. Louis, Mo.—Paul B. Jamieson, 
a director of the International Shoe 
Company, in charge of sales for the 
Friedman-Shelby Branch, returned re- 
cently from Europe, where he and his 
family had spent ten weeks. Practical- 
ly every country on the continent was 
visited. When questioned regarding 
his observations of the shoe industry, 
Mr. Jamieson said his trip was a vaca- 
tion, and only a casual interest in 
European shoemaking was taken. 


Selby May Erect New 
Children’s Shoe Plant 


PorRTSMOUTH, OHIO (UTPS)—At a 
meeting of the Superintendents and 
Foremen Association of the Selby Shoe 
Co., held Oct. 8, C. J. Hauck, factory 
superintendent, discussed the new line 
of misses and children’s shoes to be 
produced by the company. The speaker 
explained that the line originated from 
the request of many parents for school 
shoes, and that two years had been de- 
voted to a study of the question before 
the company decided to embark in the 
new line. He explained that the in- 
troduction of misses’ and children’s 
shoes may mean the erection of a new 
plant to provide facilities for the manu- 
facture in large numbers. He ex- 
plained, however, that the new plant 
would probably be erected in some 
other city. 


M. L. Friedman Heads 
Charity Division 


New York, N. Y.—Max L. Friedman 
has been selected to lead the Wholesale 
and Retail Boot and Shoe Division of 
the Business Men’s Council of the Fed- 
eration for the Support of Jewish Phil- 
anthropic Societies of New York City, 
which on Sunday, Oct. 21, will launch 
its 1928 campaign for $5,300,000 to 
meet the budgetary requirements of its 
ninety-one constituent institutions. The 
quota for this division has been set at 
$22,500. 


Wellston Store Robbed 


St. Louis, Mo.—The Wellston Store 
of the Huette Shoe Company was 
robbed by three young bandits on Mon- 
day, Oct. 1, who escaped with $1,100. 
The manager, George Gerlau, had just 
taken the money from the safe to take 
it to a bank a few doors away, when 
the robbers walked in, marched Gerlau 
and two clerks behind a partition, 
bound them, seized the money, walked 
out and escaped in an automobile. 


Wins Window Contest 


UHRICHSVILLE, OHIO (UTPS)—The 
Buckeye Bootery of Uhrichsville was 
the winner in the prize window con- 
test held recently in conjunction with 
the annual Autumn Style Show the 
first week in October. The window was 
attractively trimmed with women’s and 
children’s shoes, hosiery with a mod- 
ernistic background. he window of 
the Weist Shoe Store also received 
honorable mention. 





| number of this type. 





Merchants Back on a 
Hand to Mouth Basis 


St. Louis, Mo.—Business in the 
wholesale district is becoming more 
difficult. One of the large houses has 
been able to show a gain for Septem- 
ber, while others report a loss. Few 
officials are willing to discuss the whys 
and wherefores. The only comment 
made by an official of one of the largest 
was that merchants are willing to buy 
only for immediate requirements. 

“All orders coming in at present are 
for small units. We are receiving any 
There is much 
hand-to-mouth buying, which we believe 
will change shortly with seasonable 
weather creating a heavy demand for 
footwear.” 

Style men report a good demand for 
patent leather. The opinion is divided 
regarding color, with some reporting 
patent as best, while others say that 
brown is holding first place. - Suedes 
have been = with everyone in both 
black and brown. Velvets are sensa- 
tional in those houses where they have 
been played freely. 


Manchester Production 
Continues at High Level 


MANCHESTER, N. H.—Business in the 
Manchester district continues brisk, 
with the larger manufacturing unts re- 
porting business on hand sufficient to 
maintain volume for several weeks. 
Cutting operations have declined in a 
few instances, but have been reduced 
in most instances only temporarily, 
awaiting receipt of upper leather. 
Brown ooze and suede have been espe- 
cially in demand and are becoming in- 
creasingly difficult to secure from the 
tanners. ,Patent, kid, and calf leathers 
are also being used in the Winter foot- 
wear, with increasing use of satin and 
velvet. 

The trend of style, with reference to 
patterns, does not change substantially, 
the call being largely for one-strap ef- 
fects, plain pumps, and step-in and tie 
models. There is some trend toward 
bootees. The strength of the movement, 
however, cannot now be measured. 


Alfred St. Pierre Dead 


St. PauLt, MINN. (UTPS)—Alfred 
St. Pierre, who has just died at the 
age of 82, established the first shoe 
repair shop in the Riverside district in 
1866, when he arrived from Canada. 
He was a forerunner of the large shoe 
manufacturing business which St. Paul 
now boasts, as he employed as many 
as seven men in early days making 
shoes to order and the boots that were 
then in fashion. 

For 20 years, up to his retirement 
in 1922, he was in the employ of Foot, 
Schulze & Co., shoes manufacturers. 


New Store for Flint 


Fuint, MicH. (UTPS)—Gloria 
Shoes, Inc., 500% South Saginaw 
Street, has been incorporated to con- 
duct a retail shoe store with an author- 
ized capital stock of $10,000, $5,000 
of which has been subscribed and paid 
in in cash. 


WHERE TO BUY 


Men’s & Women’s 
Slippers 
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ASTEREELTS 


» SLIPPERS REPEAT 


- IN STOCK 


Best grade kid, 
built on New 
Spring Last — 
Ecru Felt Lined 
—Heavy hair 
felt filler and 
heel pad.Chrome 
3 to '8—$1.50 Outsole. 
FREEMAN-THOMPSON SHOE CO. 
ST. PAUL, MINN. 


Manufacturers of Masterfelts 
Everything in Slippers 


Black Kid, 




















PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 


Catalog 
sent on 
request 


HIGH GRADE TURN MULES and D’ORSAYS 








Two Strap Sandal 
“Hand Turned” 
In Stock 
C to E—2%-9 
No. 3-2 at $2.35 
MORAN-HERMANN- 


MeMANUS. INC. 
Auburn, Maine 








— Greatest Value 
ol) $1.65 


E wide, 3 to 9. 
—_ for samples 
and we will prove 

NE tt. ” 
WM. SUMNER SMITH 
325 W. Monrese, Chicage 
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WHERE TO BUY 


Women’s Novelties 








IN-STOCK The 
3 oo New Bootee 
and Two-strap 
Anklet 





Write for circular. 
Samuel Cohen 
Shoe Co. 


72 Lineoin St., Boston, Mass. 


2 he 
BONDWAY 


OCESS 
produces footwear of remark- 
able lightness, smartness and 
flexibility. 


BOND SHOE COMPANY, 132 Duane St., New York 























WHERE TO BUY 


Bowling Shoes 








BOWLING SHOES 





“Oeast IN-STOCK 
sMahtly Smoked Elk 
Moher” $3.25 
BROOKS 
SHOE MFG. CO. 


| gy pe Pa. 


ay St., 
Lee Angeles, 1162 So. Hill 








WHERE TO BUY 
Standard Shoe Material: 


est Virginia 
Fibre Board 
The best raw materials contribute to 


Be 


ts Departmen 
WostVirginia ia Pulp & PaperCompany 


New Y 
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Colored 
Chrome 
Sides 


Beggs & Cobb, Ine., 
Boston, Mase. 


1D , 


a? 
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The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 
Tanneries at Danverspert, 95 South St., Boston, Mass. 














New Officers Elected by 
Jos. M. Herman Shoe Co. 


Boston, Mass.—At a recent meeting 
of the Board of Directors of the Joseph 
M. Herman Shoe Company, 564 Atlan- 
tic Avenue, Boston, various changes 
were made in the personnel of the offi- 
cers of the company. S. J. Barnet, for- 
merly president of the company, re- 
signed from this office and was elected 
to the chairmanship of the board of 
directors. E. M. Fettes, formerly vice- 
president and general manager of the 
company, was elected to the presidency, 
the office vacated by Mr. Barnet. Mer- 
ton R. Alden, formerly vice-president 
and treasurer of the company, resigned 
from the office of treasurer and from 
active participation in the management 
of the business, retaining his office of 
vice-president and membership on the 
board of directors as well as his finan- 
cial interest in the company. In the 
future, Mr. Alden will act in an ad- 
visory capacity with respect to secur- 
ing government contracts. F. J. O’Don- 
nell, secretary of the company, was 
elected to the office of treasurer. 

At the meeting, the fact was brought 
out that the commercial sales of the 
company up to Sept. 30, averaged 20 
per cent ahead of the corresponding 
nine months of 1927. 





“Jerry” Konheim Resigns 


New York, N. Y.—Jerome Konheim, 
who for several years has been con- 
troller for I. Miller & Sons, shoe manu- 
facturers, Long Island City, has re- 
signed to become associated with 
George H. Burr & Company, bankers 
and brokers. 

He will be succeeded by Herman 
Bearman, for the past year connected 
with Stern Brothers, department store, 
as controller. Before joining the Stern 
organization Mr. Bearman spent 14 
years with Bloomingdale Brothers in 
various capacities. 





E. R. Reynolds Dead 


CHICAGO, ILL.—Earl Robert Rey- 
nolds, shoe buyer and department man- 
ager for Loren Reynolds & Co., Chi- 
cago, died last week following an acute 
attack of heart trouble. Mr. Reynolds 
at one time conducted his own business 
as a foot specialist after having been 
associated with his father in the re- 
tailing of shoes in Chicago. His widow 
and daughter survive him. Funeral 
services were conducted Oct. 9 at the 
chapel, 2118 Lawrence Avenue. Al- 
though a comparatively young man, 
Mr. Roberts possessed the confidence 
and friendship of all those with whom 
he came in contact. 





To Open in Birmingham 


BIRMINGHAM, ALA. (UTPS)—The 
Dan Cohen Shoe Co. of Cincinnati, op- 
erators of a chain of shoe stores, has 
taken over a long lease of premises 
at 1826 Third Avenue, North. The 


building is to be remodeled and im- 
proved, after which the new firm will 





open. 
















WHERE TO BUY 


Store Fixtures 


i eid 





HAVE YOU A COPY OF THE 


NEW GOODWIN CATALOG 
of SHOE 


STORE FIXTURES 
and STORE INSTALLATIONS 


( L. GOODWIN & < » Inc 
Worce ‘ Ma 





WHERE TO BUY 
Slipper Supplies 








POMPOMS AND ROSETTES 
The right merchandise at the right price. 
Samples sent on request. 
HY-GRADE SLIPPER SUPPLY OO. 


New York City 








603 Broadway 





68 8 


WHERE TO BUY 
Children’s Shoes 











“ELAM’’ 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F.S. ELAM SHOE Co. 
ROCHESTER, N. Y. 

Boston Office: Statler Bldg., Room 532 











Boke 


RS 





Wddiau cells and Kid 4CIN2G 





New North Lansing Store 


NorTH LANSING, MicH. (UTPS)— 
Milo W. Ward and George W. Campbell 
are remodeling their store building at 
224 East Grand River Avenue, recent- 
ly vacated by the North Lansing Vari- 
ety Store, and will occupy it as soon 
as alterations are completed with a full 
line of footwear and hosiery under the 
style of Ward & Campbell. 


Louis Waterman Dead 


NEw York, N. Y.—Louis Waterman, 
head of the Waterman Shoe Stores, a 
chain operating in this city and vicin- 
ity, died Friday night, Oct. 12, at the 
Fairmount Sanitarium, Jersey City, 
following an operation for appendicitis. 
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GETTING MORE SHOES SOLD 


f depends first upon getting the customers to 


eye. 


Select the 
Art Card Service You Wish— 
ar ° 
Then Mail Coupon 
Holder Base Pypincet 
Service 8 cards (7”xI1”), 
No. 1 2 Art Card Holders. 
(left) ' 100 Blank Price 
P > Tickets. 
Comes in either Gold $4.00 monthly ($48.00 the year). 
- yee trim—mot- 10 cards (7*xt 1”) 
tled finish, felt lined Service cards (7rztt"). 
Card Holders. 
bottom. Store name He. 8-5 {ae foal Petes 
in panel, if you wish. Tickets. 
Very tasty and at- $5.00 monthly ($60.00 the year). 
tractive. You'll be JUNIOR 4 cards, 2 Art 
proud of them along- Service Card Holders, or 
side your finest win- om » Pidos 
3 an 
‘ dow fixtures. Tickets. 
i $2.25 monthly ($27.00 the year). 
Printed Price Tickets 
12 each of any six prices, 50c. 
per month if wanted with any 
annual card service. 








“Show Cards Double the Window’s Value” 











Try the Service for 30 Days—Mail the Coupon 


In the panel are brief descrip- not entirely satisfied, you simply 
tions of the several Services we pay for the one month’s show- 
are now in position to offer you. ing at the low yearly rate. Fair 
Select the one you wish. Try it enough, you'll agree. Mail the 
for a month. Then if you are coupon today! 


Annual Card Service is exclusive for 
one merchant in an average size town, 
suburb or metropolitan shopping center. 


Merchants Service Dept. 


BOOT AND SHOE RECORDER 


189 W. Madison St., Chicago 








COME INSIDE 


) @ Recorder “Selling Messages” bring them in with the buying desire. 


@ Each window card.is high-grade in appearance and appeal—not cheap, 
gaudy coloring that means nothing after catching the window-shopper’s 


q Recorder window cards match your best window trimming effort. They 
give to your sales appeal a pleasant and effective tone. 


ee 








i OI 


PUSS sSSaseeereTereeseeeeeee= 





COUPON 


BOOT & SHOE RECORDER, 
189 W. Madison St., Chicago, IIl. 


Please enter our order for the Recorder “Selling 
Messages” card service No. — for one 
year, consisting of — cards each month, 
and 2 art card holders, with the first month's 
service, beginning with cards for September, for 
which we will pay $ per year, payable 
$ per month. 

For cash in advance full year’s service, 10% 
discount. 

We sell Men’s, Women’s, Children’s shoes, buckles 
and hosiery. (Cross out lines not carried.) 

We prefer:—Card holders, or frames (gold) 
(silver). 

Place following initials on frames (not more than 














CWP cc vcccecs Store name on card holders......... 
POP TTTTITI CTT TTT TT TTT TTT (letter plainly) 
Printed Price Tickets:— 


$ $— $ $—— $——- $ 
(Any price: 15c. per dozen) 


$— $—. 











(Oct. 





20th issue) 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 
7c per word. Minimum Charge $1.25 


Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 

Monday of the week of publication in order that advertisements be published same week. 

Otherwise insertion will be put over to the following week’s issue. 

When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desires replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 





Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 




















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











We are adding to our In Stock 
Department twenty fast selling 
staple styles in Infants, Children’s, 
Misses’ and Growing Girls’ Welts 
—in addition to our Greenflex 


The following States are open: 





Green Puts Welts in Stock—and offers good side-line 
salesmen a real opportunity 


lines. Salesmen must be able to 
satisfy us as to their ability and 
character, with full details accom- 
panying application. We will pay 
5% commission. 


Arkansas Minnesota South Carolina 
Colorado Missouri Tennessee 
Georgia Nebraska Virginia 

lowa North Carolina Washington 
Kansas Oregon West Virginia 
Kentucky Oklahoma Wisconsin 


GREEN SHOE MFG. CO., 960 Harrison Ave., Boston, Mass. 





WANTED 


For Arkansas, North and South 
Carolina, Iowa and Nebraska 
and Rocky Mountain States 
salesmen with established trade 
to sell the fastest line of Ladies’ 
instock Novelty shoes priced at 
$2.85. Liberal commissions. 
Big opportunity for real earn- 
ings. 

Address Special Shoe Company 

ST. LOUIS, MO. 





BRAIDED SANDALS 


Salesman wanted by one of the largest and most reliable manufacturers in 


Czecho-Slovakia. Only those acquainted with large users between New York 


and Chicago need apply. Commission. 


Address D-762, care Boot & Shoe 


Recorder, 239 W. 39th St., New York City. 








WANTED 


For Western Pennsylvania, 
Northern California, West 
Virginia and Virginia and Ala- 
bama, salesmen with estab- 
lished trade to sell the fastest 
line of ladies’ in-stock novelty 
shoes. Liberal commissions. 
Big opportunity for real earn- 
ings. 

Address SHU STILES, INC. 
St. Louis, Mo. 








SALESMEN WANTED 


Men who have established trade 
and would like a popular priced 
line of Men’s and Boys’ dress shoes 
and oxfords, also complete line of 
Growing Girls’ oxfords, for the 
following states: 


Mississippi Arkansas 
Kansas Minnesota 


Give references and experience in 
first letter. Applications held 
strictly confidential. 

F. M. SMITH SHOE CO. 


Milwaukee, Wisconsin 





SALESMEN WANTED 


For Alabama, Mississippi, Mis- 
souri, and Wisconsin to carry 
as side line the fastest’ short 
line of instock styled Correc- 
tive McKay Arch _ Shoes. 
Priced at $2.85 and $3.85. 
Liberal commission. Good 
opportunity for big earnings. 
Address D-765, care Boot & 
Shoe Recorder, 80 Federal St., 
Boston, Mass. 











SAL EsMAy WANTED for line of Women’s 
Turn Mules and D’Orsays in colored kid, 
Patent leather and satin. An outstanding line 
in price, so far below, practically no competition 
i.e. wholesale prices to retail trade. A remark- 
able line for the money, six samples. Address 
D-734, care ll — Shoe Recorder, 80 Federal 





gets Shoe Salesmen Wanted to carry 

merchandise that sells all year a ae | Sub- 

mit references with your first letter. Address 

D-743, care Boot and Shoe Recorder, 80 Fed- 
eral St., Boston, Mass. 





SALESMEN for Men’s overgaiters for Chica cago, 
commission basis. Fit Rite Overgaiter 
$26 S. Third St., Philadelphia, Pa. 





SALESMAN a 
to carry strong line men’s dress welts, 
retailing six to seven mit. Fast sellers that 
repeat. Three territori 
Western Penasyivania—Ohle  § State—Washing- 


Gfve full peryseutare names of lines 

formerly carried. 

E. B. PreKeneneck ag COMPANY 
UBUQUE, IOWA 


SALESMEN WANTED 


to carry our Line of+ Stitchdowns as a 
Side Line on Commission basis in the 
following States: 


North Carolina Nebraska 
Seuth Carolina Minnesota 
Nerth Dakota Arkansas 
South Dakota Kansas 
Tennessee Missouri 


Address D-749, care Boot and Shee 
Recorder, 80 Federal St., Boston, Mass. 


senbereny 


4 el 


ial a > 4, 























true advertising pages of the 


and Shoe 
mecorder constitute an almost inexhaustible —_ 


of information as to and what to 
They are of BK, attention 








WANTED —Salesmen by Eastern factory mak- 
ing popular priced men’s shoes. Full settle 
ments monthly. Inquiries confidential. Ad- 
dress D-702, care ost and Shoe Recorder, 80 
Federal St., Boston, Mass. 





SALESMEN—One of Brockton’s 

lines of young men’s $6 and $7 retailers 
now open for - ee in the Middle West, 
West, South Southwest. Write for particu- 
lars. Address D-701, care Boot and Shoe Re 
corder, 80 Federal St., Boston, Mass. 
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SALESMEN WANTED 





FOR LEASE 








WANTED TO PURCHASE 








SALESMEN WANTED 
Two live wire business-getters with an 
established following for Pittsburgh, etc., 
and also for South and North Carolina, 
wanted by one of the leading popular 
priced Women’s Novelty houses. Only 
men of high earning power. Strictly 
confidential. 

CRESCENT SHOE CO. 
159 Duane St., New York, N. Y. 

















LINE WANTED 








LINE WANTED 


Side line of Work Shoes wanted 
by experienced salesman to carry 
in conjunction with established 
line of Stitchdowns in State of 
Kentucky. 

Address D-148, care Boot and 
Shoe Recorder, 80 Federal St., 

Boston, Mass. 











FIFTEEN years’ selling experience in Massa- 
chusetts, Rhode Island and Connecticut, is 
open for a line of Men’s, Women’s and Chil- 
dren’s shoes. What have you to offer? Ad- 
dress D-764, care Boot and Shoe Recorder, 
80 Federal St., Boston, Mass. 








FOR LEASE—Shoe Department in Women's 

_ Wear Specialty House. WUepartment han 
dling the better grade merchandise. Store situ- 
ated in a city of sixty thousand in a central 
Western State. Address L-733, care Boot and 
Shoe Recorder, 80 Federal St., Boston, Mass. 





FOR RENT 


T°? RENT—Will lease Shoe Department, fine 
main floor space, g window space, new, 
large department store, best Indiana Town 
32,000. Want operator to sell shoes for entire 
family at popular prices. Percentage proposi- 
tion. Fairway Apparel Stores No. 2, Michigan 
City, Indiana. 





FOR RENT—Half store, excellent location for 
Men’s Shoes. For particulars write or apply 
to Jos. Sharfman, No. 418 Asylum St., Hart- 
ford, Conn. 











BUSINESS OPPORTUNITY 








YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any- 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency or 
soliciting. Address Stephenson Labora- 
tory, 21 Back Bay, Boston, Mass. 








FOR SALE 


SHOE STORE FOR SALE—$14,000 Stock 
Men’s, Ladies’ and Chiidren’s Shoes. Clean 
salable stock. An up-to-date new shoe repair- 
ing shop—in connection. Town of 5,000 popu- 
lation surrounded by a profitable farming valley 
all under irrigation. One of the richest valleys 
in the state. Can be made a paying business. 
Reason for selling death of proprietor. Voegtle’s 
Shoe Store, Rocky Ford, Colo. 








OR SALE—Remarkably well located modern 

shoe store. Retiring from business after 28 
years in Troy, N. Y., on main business street. 
Address D-759, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y. 








FOR SALE—Shoe and Men’s_ Furnishings 
Store in Central Kentucky. Due to death 
of Owner. Clean Stock invoices around $10,000. 
Established 37 years. Address D-760, care 
and Shoe Recorder, 80 Federal St., Boston, 
Mass. 





SHOE STORE FOR SALE in well located 
growing town of diversified industries, Men’s 
and Women’s high grade shoes. Will sell at 
sacrifice to settle estate. Mrs. Ida L. McMechen, 
Exec., 1908 Beaver St., Parkersburg, W. Va. 








SHOE Store, Ia. Fine location, making good 
profits. Annual sales $25,000. Shoe repa.1 
ing in connection. NATIONAL BROKERAGE 
CO., Omaha, Nebr. 


HOE and Harness, S. D. No competition, 

well established trade. Excellent location. 
Investigate. NATIONAL BROKERAGE C< 
Omaha, Nebr. 


HOE Repair Shop, Mont. Completely 
equipped, A-1 machinery. Fine trade. Live 
money-maker and _ priced at a_ bargain. 
7 pore BROKERAGE CO., Omaha, 
Nebr. 


BOOTERIE and Shoe Repair Shop, Nebr. 
” Up-to-date proposition. A-1 stock in best condi- 

tion. 35% yearly profits. Priced at a bargain. 

BATIORAL BROKERAGE CO., Omaha, 
ebr. 


SHOE Repair Shop, Minn. Fully equipped, 

progressive business. Real buy. Write for 
details. NATIONAL BROKERAGE CO., 
Omaha, Nebr. 








HELP WANTED 





MERCHANTS’ NEEDS 








TO BE SURE THAT YOU RECEIVE 


THE VERY HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


New York Export Purchasing Corp. 
596 Broadway, New York, N. Y. 











HIGHEST CASH PRICES 
PAID 


for shoe stocks, slow sellers, etc. Shert term 
— i over. Transactions confidential. 


Est. 
MAX GLAUBERG 
54 Lispenard St., New York City 
Canal 8014 














MERCHANTS’ NEEDS 











Levine Display 
STUDIO 


SPECIALIZING IN 
SHOE WINDOW 
DISPLAYS THAT 

COMMAND ATTENTION 
251 West 42, New York City 
Phone, Wisconsin 6659 
ENTIRE 
WINDOW DISPLAYS 
INSTALLED AND RENTED 








ADVERTISING MANAGER 

The man we want must be a thoroughly 
experienced copy-writer and lay-out man 
with full knowledge of copy that will 
sell Ladies’ Novelty Shoes at Popular 
Prices; National Chain; Splendid future. 
State sge, experience, salary expected, 
and submit: cut-outs of work. Address 
_ D-758, care Boot and Shoe Recorder, 80 
Federal St., Boston, Mass. 











W ANTED—Man for Footwear distribution 
and ticket work. Must be experienced and 
possess executive ability. State age, educa- 
tion, experience, salary desired, etc. Address 
D-761, care Boot and Shoe Recorder, 80 Fed- 
eral St., Boston, Mass. 





SHOE SALESMANAGER. High-grade pro- 
ducer wanted. man of character and 
proven ability who can show a good record. 
St. Louis manufacturing wholesaler of women’s 
novelty shoes. In reply give outline of experi- 
ence as shoe salesmanager, date you would be 
available and any other helpful details, also 
salary expected. Reply in confidence. Address 
D-763, care Boot and Shoe Recorder, 80 Fed- 
eral St., Bostor. Mass. 








a =Milbradt 
—=+—| Ladders 


Made for 40 years 
by the original in- 
ventors. 











. or Made in all styles 
‘s , to suit any shelving 





= conditions. 
Se “sada Gost Set 
— Milbradt 

—— =| Manufacturing Co. 


24-6 No. 10th Street 





ST. LOUIS, MO. ; 
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LABELS 


and 


SHOE CARTONS 


EXCLUSIVE BUT NOT EXPERSIVE 


FRANK C MEYER Co, 





%e9°27) LEXINGTON AVE . BRODEAYS. att 
AMERICAS GREATEST 
SMOE CARTON @& LABBL MrGe 


SHOE 
LABELS 


The DISTINCTIVE arid 


PERMANENT MARK 


F.H.KLUGE 


z 


S 22 Se 


WEAVING CO. 


‘HST, re 
re WISCONSIN 6130 
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NEW BOWS OF EVERY DESCRIPTION 


LEATHER — RHINESTONE — BEADED 





No. B500—Black suede, edged with genuine wo, %400—Satin with silver edging, studded No. B5O7—Patent leather with gold kid 
ga beads, backed with metal to retain with rhinestones. (Can be made in velvet or edging. Available in any combination. 
leather. 
Price, $9.00 per doz, pairs. Price, $10.20 per doz. pairs. Price, $6.00 per doz. pairs. 


H & E LEATHER PRODUCTS 


16-18 West 22nd Street New York 














Comfortable House 
Slippers 


Greeley Boudoirs are made in 
colors and black, with leather 
or rubber heels. Sold where 

good shoes are sold. 


IN Your jobber should have 
STOCK them. If not, write us. 


36 Pair Cases 


A. W. GREELEY 


12 Duncan St. - - - Haverhill, Mass. Be 
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MERCHANTS’ NEEDS MERCHANTS’ NEEDS 


HOLFAST 


The Wonder Buckle 
Holder! Insure perfect 


co = —— | 7 shelf service for WINDOW 
te eatin, “Lan ae DISPLAY Fi FIXTURES 


steps, properly spaced, 
with convenient full 


length handholds on both /7y 

sides of ladder permit Myf 

mounting or descending 

: with ease. Both hands |] 
ree to remove or 

a replace stock without £ 923 ARCH ST. 
danger of falling. 

Cushioned Tired ¢ 


weed, and Truck : 
eliminate noise and prevent vibra- 












































tion. Erection as simple as A, B, C. Utilize 
Inquire Your Jobber or Direct smail space. Make top shelves safely avail- 
able for stock gespoces. One style—neat of 


Deau ville Im port Corp. en, See Se ceiling. 


Circular on 
SW. Sits Se con —ARMeNs geen 


New York GPUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS | 

















New Store for Alma, Mich. 


Advertising Air Balloons Nettleton Shop Moved ALMA, MIcH.—A new shoe store 


Size No. 50—8S%” Inflated St. Paut, Minn. (UTPS)—A. C. catering to women’s and children’s 

$4.00 ver arose Quantities Knapton, manager of the Nettleton shoes of the better grades will be 

Send we sow Oo sien eters Shoe Shop, has moved his store to new opened here about Nov. 1 by Kell Gra- 

ws. i. een pent uarters at 345 Robert Street from 102 ham. A hosiery department is also 

. BE LIS ADVERTISING ast Seventh Street. He expects a being considered. Mr. Graham for 

159 No. State St., Chicago, Il. large Fall and Winter business in the some time was connected with the 
new quarters. Harryman Shoe Co. of Lansing. 
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BUY as you SELL 


And Avoid Frozen Capital in End-Sizes 
The Recorder, Stock Record System Helps You Do Just That! 











RECORDER STOCK RECORD SYSTEM a - One hour a week 
: —- keeps your rec- 
ords complete. 


Every sale and 
purchase re- 


corded. 


Visible daily turn 
over and sales 
report. 


$5.50 








West of Denver $6.00 
Canada and Foreign Countries $6.50 


postage paid; sent 
on receipt of your 


check. 


Send for your 
copy today; it will 
prove an inval- 
uable aid in keep- 
ing you accurately 
informed from 
day to day. 











106 pages and loose leaf binder—also 200 daily 
inventory sheets. 


MERCHANTS SERVICE DEPARTMENT 


Boot and Shoe Recorder 
189 WEST MADISON STREET CHICAGO, ILLINOIS 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot anp SHoe Recorver 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 


In this Issue 


BRILLIANT EVENING SEASON AHEAD. Extreme Luxury in Formal 
i cacdwsseswesecw Se 





SPELLS PROFIT .......00¢ eocceeees Says Buyer Atwood ...... penn ae 
One Eye on the Size Sheet and 
the Other on the Customer. 
THE ENSEMBLE IDEA SELLS MORE 
CO PE errr DPD. 3 basageece~semawawe 47 
TEACH ’EM FooT CARE...........- Cashing in on Educational Cam- 
And They’ll Buy Shoes. MEE is coenewesGnevadaneas 48 
FooTBALL RULE: THE MODE........ It Peete, Te isccicsscccions @ 
THE VOICE OF THE RECORDER....... Opinions of the Editor......... 50 
Here ARE NEw WINDOWS FOR NEW 
RES OR AGE en Expensive and Less Costly...... 52 
(Four Pages of Illustrations.) 
It’s THE INSIDE THAT COUNTS...... The New Idea in Equipment.... 56 
EMOTE BOONG: wa ciccsccsccccccs Class Room Methods ....... osey ae 
For the Man on the Floor. 
St. Louis SHOE PRICES CUT........ CS Re ee ee 58 
An Important Trade Move. 
First PEEK AT SPRING LEATHERS.. At the Style Conference........ 59 
WHo’s WHO SELLING SHOES ON THE 
eee SR eee By Helen M. Haney........000> 77 
News of the Travelers. 
SHOE MERCHANT NEWS .........-.. About BHO 6ikc ec cccsccecs 83 
SHOE MARKET NEWS ............- Among Manufacturers ......... 88 


OTHER REGULAR FEATURES. 





- GETTING MORE 
SHOES SOLD RIGHT 


THE Boot AND SHOE RECORDER PUBLISHING Co. 
80 FEDERAL STREET, Boston, Mass. 
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America (excepting Venezuela and the Guianas, which is $6.00). 
FOREIGN SUBSCRIPTION—The price to all foreign countries except the above is $6.00 per 
year including postage 


All subscriptions are payable in advance. Single copes 25 cents. 


A request for change of address must reach us at least thirty days before the date of tesue 
with renee tt is to teke effect. Duplicate copies cannot be sent to replace those undelivered 


through failure to send nce notice. With your new addrese be sure also to sond us 
the old one, inclosing if possible your address label from a recent copy. 
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A buying guide to 


BOOTS AND SHOES 


Air-O-Pedic Shoe Co., Boston, Mass....... 32 
Alden, C. H., Abington, Mass............. 18 


Berkshire Footwear Corp., Hoddiston, Mass. 92 


Poe eee ECC UE COC C OCC OCC Cee eee eee 


Blog Shoe Co., New York City............ 90 

Blue Ribbon Shoemakers, St. Louis, Mo., 
Front Cover 

Bond Shoe Co., New York City............ 92 


Brooks Shoe Mfg. Co., Philadelphia, Pa.90, $2 


Cambridge Rubber Co., Cambridge, Mass.36-37 
Capesio, New York City.......ccccccces:- 74 


Clapp, Edwin, & Sons, Inc., E. Weymouth. 
BEB. = ccccccccccccccecccsccccccsoces: 88 


Cohen, Samuel, Shoe Co., Boston........ 92 
Commonwealth Shoe & Leather Co., Whit- 
Sores eedas tebe seewsesdeedess 88 
Conrad Shoe Co., Brockton, Mass......... 33 
Coon, W. B., Co., Rochester, N. Y........ 84 
Davies Shoe Mfg. Co., Racine, Wis......... 1 
Drew, Irving, Co., Portsmouth, Ohio....... 39 
Dunn & McCarthy, Inc., Auburn, N. Y..... 70 


Edwards, J., & Co., Philadelphia, Pa., 
4th Cover 


Elam, F. S., Shoe Co., Rochester, N. Y.... 92 
Emerson Shoe Mfg. Co., Rockland, Mass. .5, 88 
Evans, L. B., Son Co., Wakefield, Mass... 96 


Fashion Shoe Co., St. Louis, Mo.......... 74 
Ford, C. P., & Co., Rochester, N. Y...... 80 


Freeman-Thompson Shoe Co., St. Pau!, 
Oe er rere 91 










TOPE RCC C COCO CO CCC OCC eee eee 


Hood Rubber Co., Watertown, Mass....... 6-7 
Hill, Howard W., Co., Beverly, Mass...... 25. 
Ideal Baby Shoe Co., Danvers, Mass...... & 


Lancaster Shoe Co., Elizabethtown, Pa.... 75, 


Lape & Adler Co., Columbus, Ohio........ 42. 
Menihan Co., Rochester, N. Y.........-+++ 82 
Merchants Shoe Co., Boston, Mass........ 78, 


Minor, P. W., & Son, Inc., Batavia, N. Y. 12: 


Mishawaka Rubber & Woolen Mfg. Co., 
PIE, THE, cccccccccccccecoccesve e Ak 


Moran-Herman-McManus, Inc., Auburn, Me. 9) 


Nettleton, A. E., Syracuse, N. Y.......... 88 
Nunn Bush & Welden Shoe Co., Milwaukee, 
Wis. 35 


Over-Sole Rubber Corp., Chicago, Ill....... 63 


Packard, M. A., Co., Brockton, Mass... .69, 8& 


Paristyle Footwear Mfg. Co., Inc., Brook- 
SS errr er $1 


Plant, Thomas G., Corp., Boston, Mass. .28-29 








October 20, 1928 BOOT AND SHOE RECORDER y9 


Our Advertisers in 


Reed, E. P., & Co., Rochester, N. Y 26 
Reimer, A. H., Shoe Co., Milwaukee, Wis.. 89 
Reynolds, Bion F., Brockton, Mass 88 
Richards & Brennan Co., Randolph, Mass.. 88 
Roth & Rosenberg Shoe Co., Phila., Pa.... 90 


Schwartz & Herder, Inc., Philadelphia, Pa.. 90 
Smith, Wm. Sumner, Chicago, II! 
Stacy-Adams Co., Brockton, Mass 

Swan Shoe Co., Baltimore, Md 


A. G., Co., Boston 
Albert H., Co., Milwaukee, - 


Walton, 


Weinbrenner, 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather Co., Phila., Pa 
Armstrong Cork Co., Lancaster, Pa 


Beebe, Lucius, & Sons, Boston, Mass .2nd Cover 
Beggs & Cobb Co., Boston, Mass 


Creese & Cook Co., Boston 


Essex Rubber Co., Trenton, N. J 


Evans, John R., & Co., Camden, N. J.... 
Goodyear Tire & Rubber Co., Akron, Ohio. 


Hub Gore Makers, Chelsea, Mass 
Hubschman, E., & Sons, Inc., Phila., Pa. 


Kepner, C. D., Co., Boston 
Keystone Leather Co., Phila., Pa.. 


..3rd Cover 

Levor, G., & Co., New York City 

New Castle Leather Co., New York City.. 17 

Quaker City Morocco Co., Phila., 

Respro, Inc., Providence, R. I 

Rueping, Fred, Leather Co., Fond du Lac, 
Wis. 3 

Standard Kid Co., Boston 


Surpass Leather Co., New York City 


United States Leather Co., New York City. 24 
United States Rubber Co., New York City. 72 


West Virginia Pulp & Paper Co., 
York City 


FINDINGS AND SHOE STORE SUPPLIES 


Cahill Carton Co., Harrisburg, Pa 
Deauville Import Corp., New York City... 
Flexlume Corp., Buffalo, N. Y 


Follis, W. E., Adv. Service, Chicago 


this Issue | NAC ext Meek 


Cpe. Cc. L., & Co., Inec., Worcester, 


Levine Display Studio, New York City.... 


Milbradt Mfg. Co., St. Louis, Mo 


Miller, O. A., Treeing Mach. Co., Brock- 

ton, Mass. 64 
Myers, F. E., & Bro. Co., Ashland, Ohio.. 96 
Onken, Oscar, Co., Cincinnati, Ohio 


Segall & Co., Philadelphia, Pa 
Shoe Form Co., Auburn, N. Y 


Wizard Lightfoot Co., 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 


DRESSINGS, ETC. 


Backwith Mfg. Co., Boston 

Fenkart & Sons, Inc., Union City, N. J... 89 
Kluge, E. H., Weaving Co., New York City. 95 
Littleway Process Co., Boston, Mass 


United Shoe Machinery Corp., 
Dt itkastbaseunaseeedceen 65- seer. 63, 81 


SHOE ORNAMENTS 


Cracovaner, New York City 


H. & E. Leather Products, New York City. 96 


~~ Slipper Supply Co., New York 
92 


Maison Mann, Inc., New York City 
Manheimer, Abe, & Co., St. Louis, Mo.... 


Yeith, A. & H., Inc., New York City 


HOSIERY 


Gotham Silk Hosiery Co., New York City.20-21 


MISCELLANEOUS 


ae Mfrs. Mutual Ins. Co., Van Wert, 


Glauberg, Max, New York City 
Kirseh-Blacher, New York City 
Meyer, Frank B., Co., Inc., Brooklyn, N. Y. 95 


New York Export Purchasing Corporation, 
New York City 95 


Penney, J. C., Co., New York City 








you will find 


in the 


Boot and Shoe 


OW is the time for good sell- 
NO ing ideas to come to the aid 
of the shoe store. We are making 
a national survey of the effectiveness 
of retail advertising and are pre- 
senting in next week’s book helpful 
suggestions that will get more pairs 
sold by publicity. There are three 
forms of retail advertising—for 
price, for style, and for prestige, 
and they produce results in the order 
named, but in November and Decem- 
ber the middle path of publicity for 
style and use pulls best. Shoe stores 
the country over are increasing their 
advertising appropriations for these 
months, and we lead off with helps. 


HE French use the phrase 

“shoes nearest the door” to im- 
ply customer acceptance of a prod- 
uct. There are certain shoes that 
are free sellers and deserve a posi- 
tion of accessibility so that the clerk 
can book the most sales per day. 
What are the six major types that 
enjoy a fitting position nearest the 
door? 
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Good Shoes are made BETTER with 
INVISIBLE MIDDLESOLE 


NVISIBLE MIDDLESOLE is a bottom 
filler that adds the wear of a middle sole to 
the shoe. 


oe 


INVISIBLE MIDDLESOLE provides a one-eighth 
inch rubber sole between the two leather soles. 


-——< 


INVISIBLE MIDDLESOLE prevents cold or damp- 
ness from coming through to the foot. 


7 


INVISIBLE MIDDLESOLE assures wonderful flex- 
ibility and does away with squeaks. 


aa taal 


INVISIBLE MIDDLESOLE adds to health and com- 
fort by providing a flat, damp-proof insole. 


beaten 


INVISIBLE MIDDLESOLE will not crawl or bunch 
and so eliminates cause of frequent customer com- 
plaints due to uneven wear on insole and outsole. 


>_<. 


INVISIBLE MIDDLESOLE will help you sell more 
shoes and keep more satisfied customers. 


| 


MR. SHOE BUYER: Ask your shoe manufacturer to 
put Invisible Middlesole (Bottom Filler) in your shoes 
—send for descriptive folder and coupon book today 


BECKWITH MANUFACTURING COMPANY 


BOSTON, MASS. 
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I STATLER BUILDING Manufacturers of Uuleo Products 















